


INDIVIDUALIZED CARS, EVERY UNIT A DIF- 
FERENT COLOR, IS JUST ONE OF THE POINTS 
OF PROGRESS WHICH STUTZ DEALERS NOW 
HAVE AS A COMPELLER OF SALES. THIS 
NEW SPECIALIZATION BUT REFLECTS THE AD- 
VANCEMENT THAT HAS BEEN MADE IN THE 
CAR TITSELF. IT’S A COLORFUL SEASON, ROSE- 
HUED, FOR STUTZ DEALERS EVERYWHERE. 
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PROMPT SERVICE 
Brings them back 











U. S. Model PSE-26, combination air 
compressor and paint spray unit. Sup- 
plies volume air at low pressure for 
paint spray, or high pressure air for a 
limited number of shop operations. 





U. S. Model AW-2, two gun car washer. 
Develops a 325 lb. driving stream at 
gun nozzle for quick and _ thorough 
chassis cleaning, and a soft penetrating 
spray for body cleaning. 





TEP into a service garage where custom- 

ers’ needs are promptly supplied, where 
the job is finished in short order, and you'll 
see a prosperous business, a business built up 
from customers who repeat. But try another 
place where service is “sloppy” and nine 
out of ten times, the proprietor can’t show a 
decent living for his time. 


Today—faster service means money in the 
bank, and U. S. Equipment makes faster serv- 
ice possible. U. S. Air Compressors supply 
volume air for air lift grease racks, high pres- 
sure greasing systems, air for bench nozzles 
and motor cleaning, and for a variety of other 
profit producing operations. 


U. S. Paint Spray units pay for themselves in 
increased used car sales. They set new low 
costs for high class paint shop work. 


U. S. Hydraulic Car Washers make it possi- 
ble to clean from two to four times the num- 
ber of cars with the same floor space and em- 
ployes. 


All this equipment has been designed by men 
who know service garage requirements. These 
units have been tested and proved by hundreds 
of garages, car dealers and automotive service 
operators. And they are available through 
jobbers capable of serving you quickly. 


“See ’em in action at the automobile shows.” 


Check into the profit possibilities 
of U. S. Equipment. The coupon 
below ora letter giving details will 
bring you complete information. 


The United States Air Compressor Co. 


General Office and Factory: 5304 Harvard Ave., Cleveland, Ohio 
Export Dept.: 30 Water Street, New York City 
Cable address: WIDBLOCO, all codes 


Please _Check 
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BUDD-MICHELIN 
DUAL WHEELS!” 


4 a a 





ERE is the reason why George Weston, 
Philadelphiaoildealer,talksthat way.... 


It is 60 miles from Philadelphia to Atlantic 
City. Yet Weston loads this tanker with 
1250 gallons of gasoline, makes the trip, 
delivers to his Atlantic City stations, and is 
back home for another load in five hours’ 
time. He says: 


‘“‘T made a careful investigation of all fast- 
moving vehicles, as well as tire and wheel 
equipment—and selected this tanker on 
Budd Duals. 


“T have covered approximately 10,000 
miles, averaging regular passenger-car speed 
with no trouble whatever from tires, wheels, 
or chassis. 


MOTOR AGE 


am going to buy 
another truck... 





This Brockway tanket on 
Budd Duals is speeding up 
deliveries for George Weston, 
Philadelphia oil dealer. 


ee 
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exactly like this one 


“I am operating at such small expense 
that I plan to énstall another unit exactly 
like this one.”’ 


That is one example of how a truck that’s 
sold on Budd Duals paves the way for 
other sales! 

YOU CAN GET BUDD DUALS on any job. 
Your manufacturer supplies them. Take it up 
with him. 


POSITIVE PERMANENT ALIGNMENT 100,000 buses and 
» trucks are averaging 

4] from 15,000 to 20,000 
“yl miles to the set of tires 
on Budd Duals— 


Because Budd Duals 
always run as true as 
an arrow— 





They have no de- 
mountable rims, no 
rim clamps— 











So you can’t get a 
tire on crooked. 





GREATER TIRE MILEAGE 


This positive, permanent alignment is made possible by 
Budd Dual design. 


BUDD Wheel Company 


Detroit 
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Will Bid For Even Greater Success 


Following a year during which its progress has literally astonished 
the industry—during which record after record has been estab- 
lished in sales— 


—a Successful Six—one of the greatest triumphs the industry has 
ever known—will soon bid for even greater success. 


New in style—new in design—with scores of notable engineering 
advancements—this car will provide value and style leadership 
never before approached in its popular priced field. 


N 7 a we 

‘ And dealers who handle it will have an opportunity to enjoy even 
N greater prosperity than they have ever known in the past. 

| 2 * e e e 
Box 177, NY Forafewdealersin every section of the United States sales rights on this 
| Nort 


| End Staa \. cararenowopen. If you want to know more about this Successful Six 


| — <canl \.  —if you think you may be interested in selling it in your town— 


| withoutobligation, “if you want the information before the new car isannounced— 
| information about \ 


| the Successful Six \ Mail the coupon to Box 177, North End Sta.— Detroit today! 


| Franchise. 


| (St. G No.) noone eeseeeeeeeeeeeeeeeeeees \ 
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28th Annual NATIONAL 


Auto 
Shows 


NEW YORK CHICAGO 


GRAND CENTRAL PALACE COLISEUM 
Jan. 7-14, 1928 Jan. 28-Feb. 4, 1928 








The Latest and Best in Cars 
The Newest in Accessories 


Also 
A Light Truck Section 


A Shop Equipment Section 


The Shop Equipment Sections will be open to the trade only until 5 p. m.—except on 
the opening day. This will afford factory service managers, wholesale distributors, dealers 
and service station operators an opportunity to inspect in comfort the latest developments 
in service machinery and tools. In the late afternoon and evening the exhibits will be 
open to the public. . 


TRADE DAYS—The Trade Days, inaugurated three years ago, will be in force again. 
On Monday and Tuesday at both shows persons engaged in the trade will be admitted 
without charge from 10 a. m. to 1 p. m. 


Tickets for Trade Days and Shop Equipment Sections will be supplied to all who are 
entitled to them, in advance and on application at the buildings. 


Auspices of National Automobile Chamber of 
Commerce, Inc., with the cooperation of 
Motor and Accessory Manufacturers Association 


S. A. Miles, Manager 
366 Madison Ave. 
New York City 
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like to have a business all your own 


MOTOR AGE 


SALESMEN: How would you 
? 





you can by representing this new 


six-cylinder closed car listing at 





2 79 5 FACTORY 


—produced by one of the world’s oldest 
and largest automobile manufacturers 


Little Capital Required 


OUR investment represents little 

capital—your experience as an auto- 
mobile dealer or salesman and your un- 
derstanding of the manner in which to 
operate a successful business are the 
fundamental requirements. 

A sliding scale of commission increases 
from the base figure if you handle trade- 
ins, and maintain a service station—but 
they are not essential at the start. Prof- 
its will increase as these are added. 


A “Six” of Outstanding Value 


You will have a new brilliant performing 
6-cylinder car that is certain to be the 
sensation of 1928—a closed car with a 
beautiful exterior, lacquered in the latest 
fashionable shades, an interior luxuri- 
ously upholstered, arm rests, ash receiver, 


Room 2617, 310 South Michigan Avenue 
Chicago, Illinois 


advertising. 


Send further particulars on the franchise for the new $795 six-cylinder car you are 


gasoline gauge on the dash, coincidental 
lock to steering and ignition, steering 
wheel control of twin-beam headlights, 
rear-vision mirror, automatic windshield 
cleaner and similar refinements—proved 
power to maintain high speeds indefi- 
nitely—quality construction throughout 
—that is the car you will sell—for $795, 
f.o. b. factory! And you may add, if you 
wish and when you wish, other celebrated 
sixes and eights of the same manufacture 
to give you a price range from $795 to 
$2450. But you need not carry any of 
the higher priced cars in stock. 

Do you want to sell such a car in your 
community? Then send in the coupon at 
once for further particulars of the most 
favorable dealer franchise ever offered. 
Mail it today! 
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1928 


Best Wishes 
m for the New Year 


‘‘There ts no good reason, so far as I am able to 


discover, why 1928 should not be a year of plenty.”’ 


—C, W. NASH, 
President, The Nash Motors Company 





The above is an excerpt from a 
recent interview given Mr. Frank 
Crane, Automobile Editor of The 
New York Times, by Mr. Nash. 


Industrial, financial, and political leaders of the country 
all predict that 1928 will bea sound, prosperous year. 


The Nash Motors Company extends its best wishes 
for increased prosperity to the merchants of the motor 
Car industry. 


And Nash enters the New Year confident that its 
franchise will prove a greater money-making oppor- 
tunity than ever before in Nash history. 


NASH 


Leads the World in Motor Car Value 7153) 
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sbetaare Burden ‘Bear 
ees 


Pa eee 
ne snag 


HE builders of 
Salisbury axles 
* have recognized the 
truth stated by an 
eminent authority that 
“sears do not require 
adjustment to compen- 
sate for wear, so a cor- 
rect position once at- 
tained should never be 
altered.” 
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There is no need of 
ever disturbing the 
gear adjustment of 
Salisbury axles to take 
up bearing wear. New 
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\\ | Departure Ball Bear- 
\ ings in pinion and dif- 
\\\ | ferential positions 
\ NY maintain permanently 
\\ correct tooth pitch con- 
INN tact—since they never 
\ need readjustment. 
IN 
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More Money for YOU 
in 1928 


No matter how much money you have made this 
year, you can make more with Chrysler. 


Chrysler popularity is growing by leaps and 
bounds. Its four-car line, with prices ranging from 
$725 to $6795, gives you greater profit opportunt- 
ties than any other franchise. 


Tne Chrysler sales agreement is the most generous 
of all today. Discounts are better, merchandise is. 
more saleable and its appeal is more universal. 


It is the most up-to-the-minute sales agreement 
within the industry, recognizing conditions as they 


are today and doing business with its dealers ac- 
cordingly. 


Undoubtedly, you are thinking seriously of what 
you will be doing in 1928. To insure it being the 


best money-making year of your career, investi- 
sate what Chrysler holds for you. 


Your inquiry will be held in strictest confidence, whether 
or not a permanent connection with our company results. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 


CHRYSLER 
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Outdoor Setting 
for Auto Shows 


Natural Blooms and Foliage 
Features of Decorative 
Motif 


COLISEUM A PARK 


NEW YORK, Dec. 27—Each year the 
problem of decorating Grand Central 
Palace for the National Automobile 
Show becomes greater. For the forth- 
coming exhibition, which will be held 
in the Palace, New York, Jan. 7 to 14, 
Manager S. A. Miles has devised a 
plan of decorating the interior with 
bowers and gardens in natural bloom. 

The massive columns of the central 
court will be trellised and entwined 
with foliage and the general design is a 
Colonial garden with enchanting vistas. 
Huge crates of laurel, smilax, ivy and 
other hardy vines are to be shipped 
from the south for the purpose. Living 
plants will be used profusely, while 
thousands of artificial roses “in bloom” 
will add to the outdoor atmosphere of 
charm which is the motif strived for. 

For the Chicago Show, which will be 
held Jan. 28 to Feb. 4, Mr. Miles is 
planning a truly unusual setting. The 
interior of the Coliseum will be con- 
verted into a park. Overhead will be 
moving cloud illusion effects and nat- 
ural trees brought from neighboring 
states will line the streets of the park, 
which will be augmented with orna- 
mental pergolas, tall lamps, prome- 
nades, etc. A new scheme of light- 
ing will be installed in the building. 
Sam Asch will again be in charge of 
the decorative work for both shows. 











Tom Walton General Sales 
Manager for McAleer Co. 
DETROIT, Dec. 23—Tom Walton, 

well known in automotive sales circles, 

has been named general sales manager 
of C. H. McAleer Manufacturing Co., 
makers of automobile polishes. Mr. 

Walton, until recently, was sales man- 

ager of E. P. Hurd, manufacturer of 

spare tire locking devices. 





Gary Leaves Autocar 
BOSTON, Dec. 27—H. R. Gary has 
resigned as assistant sales manager of 














Golden Rule 


HARTFORD, CONN., Dec. 
23—The Motor Sales Co. and 
the O’Meara Motor Co., both 
Ford distributors, were unable 
to find a public building in 
which to display the first 
Ford to come to this city. As 
there was but one car for dis- 
play purposes, neither dealer 
could ethically show the car in 
his place of business. 

The two dealers finally put 
the proposition up to Arthur 
R. Nielsen, of the John P. 
Nielsen & Sons Co., Chrysler 
distributor, who placed the 
Chrysler showroom at the dis- 
posal of his Ford friends. 














the Autocar Co., to enter business in 
this city. Mr. Gary had been connected 
with Autocar since 1922. 

Before promotion to sales work at 
the factory, Mr. Gary was manager of 
the New England district for Autocar. 





Chapin Announces 


+ 2 
Service Committee 
NEW YORK, Dec. 26—Roy OD. 
Chapin, president of the National Auto- 
mobile Chamber of Commerce, has an- 
nounced the following service commit- 
tee: Charles D. Hastings, Hupp Motor 
Car Corp., chairman; J. E. McLarty, 
Hudson Motor Car Co.; H. C. Marble, 
White Motor Co.; William M. Warner, 
Cadillac Motor Car Co.; and F. J. 
Wells, Pierce-Arrow Motor Car Co. 

Messrs. Hastings, McLarty and Mar- 
ble are new to this committee but Pres- 
ident Chapin anticipates a very active 
year in this committee’s work. 





Swiss With Indiana Truck 

MARION, Dee. 27—Herbert H. 
Swiss has been appointed export man- 
ager of the Indiana Truck Corp. 

Mr. Swiss was formerly export man- 
ager for Republic Motor Truck Co. and 
later with the Ruggles Motor Truck 
Co. and has a wide acquaintance among 
dealers in the export field. 


Car Excise to Go 
Leaders Predict 


Believe Senate Will Concur 
With House; President 
Won’t Veto 


REDUCTION LARGE 


WASHINGTON, Dec. 24—A predic- 
tion that the Senate will adopt the 
House’s recommended elimination of 
the 3 per cent excise tax on passenger 
cars was made this week by Senator F. 
M. Simmons of North Carolina, rank- 
ing minority member of the Senate 
Committee on Finance and Representa- 
tive J. Q. Tilson, of Connecticut, ma- 
jority leader of the House. Senator 
Simmons also predicts, following a con- 
ference with President Coolidge, that 
the President will not veto the revenue 
measure because it provides a reduc- 
tion of $64,000,000 more than the Sec- 
retary of the Treasury thinks wise. 

Commenting on the auto tax, Sena- 
tor Simmons said that he would advo- 
cate the elimination from the bill of 
the automobile and theater admission, 
so-called nuisance taxes. Representa- 
tive Tilson, while expressing some dis- 
satisfaction over the House’s measure 
as finally passed, said that “So far as 
the elimination of the automobile tax is 
concerned I have no complaint what- 
ever, except that by doing so, we have 
carried the tax reduction nearly $65,- 
000,000 further than the secretary of 
the treasury thinks best to be safe, and 
$33,000,000 further than the Ways and 
Means Committee recommends.,”’ 








Munn Reynolds President, 

Reynolds Named Chairman 

DETROIT, Dec. 24—Wiley R. Rey- 
nolds has resigned as president of 
Reynolds Spring Co. and has been 
named chairman of the board of direc- 
tors. He is succeeded as president by 
Charles G. Munn of this city, who is al- 
so named to the board. William Wood- 
side was elected a director. 


Will J. Loomis 
BOSTON, Dec. 26—Will J. Loomis, 
for nearly 10 years the New England 
manager of the Martin-Parry Body 
Co., died recently of heart failure. 











10 


Driving Ability of 
Salesmen Tested 


Los Angeles Distributor Puts 
on Annual Contest for 
Employees 


LOS ANGELES, Dec. 27—Driving 
ability is a main requisite to success- 
ful automobile selling, in the belief of 
Robert S. Breyer, president of the Troy 
Motor Sales Co., Nash distributor, who 
has evolved an annual driving contest 
for his salesmen. The purpose of the 
contest is to establish a definite driving 
standard, and to bring forth the best 
abilities of each man. 

A test route was laid out which in- 
cluded heavily traveled streets and 
some of the steepest hills in the heart 
of Los Angeles, the contest necessitat- 
ing, among other things, shifting from 
high to second gear at between 25 and 
30 miles per hour while ascending a 
hill. Other requirements were the 
shifting down of gears on a hill, high 
to second, and second to low, as well as 
stopping on a steep grade, then start- 
ing and progressively shifting. 

Another requirement was the bring- 
ing of a car to a complete stop within 
certain limits from 30 miles per hour 
while descending a hill. 

The various contest features were 
outlined so they would cover the condi- 
tions that are usually embraced when a 
salesman is making a demonstration. 

This year’s winner of the novel con- 
test was Stacy A. Thompson, of the 
advanced and special six division of the 
Troy Motor Sales Company, while F. 
Earle Sheffield, of the Nash Standard 
six division placed second. 


Ford Adds to Payroll 


DETROIT, Dec. 26—The Ford Motor 
Co. continues to take men back to work, 
employment figures reveal. There are 
now 78,830 men at work in the Ford- 
son and Highland Park Plants of the 
company, an increase of 8000 since Dec. 
5. Of this number, 54,516 are working 
in the Fordson plant and 23,314 are at 
Highland Park. While the company 
has given out no figures showing pro- 
duction progress with the new Ford 
car, it is understood that the output is 
being increased gradually and the com- 
pany expects to be in a position to meet 


its proposed schedule of 1000 cars a 
day by Jan. 1. 








Hooey-ism y 


of 
A GOOD sales manager makes 
as high a percentage of profit on 
used cars as on new cars. 




















Great Heroes 
of Industry 
and Trade 














No.1. The Assembler 


i D. GABBLE, the story of 
whose sudden rise is_ both 
Homeric and Algeric. It offers 
irrefutable proof that a man 
who believes in Loyalty can’t 
fail to reach the top. Mr. 
Gabble went to work with the 
McFord Co. 24 years ago as 
Assistant Installer of Nut No. 
1, Platform No. 1. 

Yesterday, upon coming to 
work, he was surprised to find 
a large horseshoe of roses to 
which was attached the per- 
sonal card of the master 
builder. Called before the 
great chief, Mr. Gabble was in- 
formed that after long consid- 
eration of the qualifications of 
several employees, he had been 
promoted to be Assistant In- 
staller of Nut No. 2, Platform 
No. 2. The fact that Mr. Gab- 
ble eats both breakfast and 
lunch before coming to work, 
and thus does not waste the 
company’s valuable time by 
eating, was said to have 
thrown the scales ‘in his favor. 

Mr. Gabble, pressed for a 
statement, said, “I attribute 
my success to Loyalty. I mean 
I have always been Loyal to the 
company as long as they paid 


me what I was worth and as 


long as I can install more nuts 
than anyone else I am confi- 
dent the company will be Loyal 
to me.” 
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Sears, Elcar Head 
Favors New Bill 


Believes Four-Lane Roads to 
Larger Cities Forward 
Step 





ELKHART, IND., Dec. 27—The Hol- 
aday bill, now under consideration by 
the Seventieth Congress, contains a 
provision for four-lane hard surfaced 
highways 20 miles out from each city 
with a population of 200,000 or more. 

Sixty-four main routes extending 
from coast to coast and from Canada 
to Mexico and the Gulf will be laid out, 
if the bill goes through, in lines as 
straight as possible, from the engineer- 
ing standpoint. A minimum width of 
18 feet and a thickness capable of with- 
standing the heaviest general traffic 
will be among the government regu- 
lations. State roads meeting the nec- 
essary requirements will, with the 
state’s permission, be taken over at 
cost. 

F. B. Sears, president of the Elcar 
Motor Co., recently interviewed on the 
proposed bill, said, “The sound, good 
sense of the four-lane highway sug- 
gestion can be appreciated by anyone 
who has crept along at a snail’s pace 
in the unending line that inevitably 
forms when any large city is being 
approached. Valuable time may be 
saved with double lines of traffic. 

Mr. Sears went on to say that the 
four-lane provision was in keeping 
with the general excellence and far- 
sightedness of the whole conception. 
A net work of hard-surfaced highways 
systematically planned and built to 
cover the whole country, with the na- 
tional capital, state capitals and the 
principal cities as focal points, is cer- 
tainly desirable. 





Races at Daytona Beach 

DAYTONA BEACH, FLA., Dec. 27 
—The Daytona Beach Chamber of 
Commerce Racing Association will 
hold a series of stock car races and 
world’s speed trials, starting Feb. 15 
and ending Feb. 23. 

The opening days will be devoted to 
stock car racing, followed later in the 
week with attempts at the world’s rec- 
ord, which was made by Major H. O. 
D. Segrave on this beach last March. 


These races are under the sanction 
of the A.A.A. 





Hooey-ism f 


THE perfect mechanic is glad 
to buy tools for the shop out of 
his earnings. 
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Still Another Christmas Window 


W inpow display exploitation pays. Such is the claim of officials of the Canton Motor Car Company, Chrysler dis- 

tributor of Canton, Ohio. Two full windows of the company’s salesroom were used to put across the novel Christmas 

time idea, stressing a new automobile for the Christmas gift. We thank all you who sent us pictures of Christmas windows 
and regret that we haven’t space available in which to reproduce them 





Either Wood or Disk 
Wheels on Studebaker 


SOUTH BEND, IND., Dec. 23—The 
Commander, Studebaker automobile 
that recently traveled 25,000 miles in 
less than 23,000 minutes, will hereafter 
be available in either wood or disk 
wheels, according to an announcement 
from the factory. 





W. M. Jardine to Address 
M. & A.M.A. Annual Dinner 
NEW YORK, Dec. 29—William M. 
Jardine, secretary of agriculture, has 
been chosen as the principal speaker at 
the annual dinner of the Motor and 
Accessory Manufacturers Association 
to be held in connection with the New 
York automobile show, Tuesday night, 
Jan. 10, at the Commodore Hotel. 
Secretary Jardine will speak on co- 
operation between industry and agri- 
culture. 


Elevated Express Highway 

NEW YORK, Dec. 27—The Mer- 
chants’ Association of New York and 
other commercial and civic organiza- 
tions of the city have joined in peti- 
tioning the Board of Estimate and Ap- 
portionment to approve plans for an 
elevated express highway along the 
Hudson River front from Canal Street 
to West Seventy-second Street. 

The petitioners regard the greatest 
need in remedying the traffic situation 





in this section as by-pass routes to pro- 
vide fast moving, uninterrupted connec- 
tion between upper and lower Manhat- 
tan. 


Joe Grace With World 
Bestos, Covering N. Y. C. 
NEW YORK, Dec. 20—Joseph Grace 

has become associated with World 

Bestos Corp. and will handle the sale 

of Grafild in the metropolitan area. 

Mr. Grace is well known in the auto- 

motive industry, having represented 

some of the leading parts makers for 
several years past. 











| Baby Lincoln Song 











E-VERY one of the 10,200 
authorized Ford dealers in the 
United States has received a 
copy of a new Ford song, en- 
titled “Since Lizzie Changed 
Her Name to Baby Lincoln.” 

This is a new way of cap- 
italizing the joke interest in 
Fords which started out to be a 
derision and which has turned 
out to be an asset worth many 
millions, proving again that 
one of the best things a man 
can have is ability to take a 
joke. 











New Street Car Shows 


Automobile Influence 
NEW YORK, Dec. 29—The effect of 
the automobile on other modes of 
passenger transportation was __illus- 
trated by the showing in Brooklyn 
yesterday of a new type of street car, 
which is streamlined, has a low body, 
uses drum type brakes and carries auto- 
mobile bumpers in place of the old type 
fender. Vestibule windows in the new 
car resemble windshields. 

The car is designed in an effort to 
produce an electric vehicle that will 
compete in safety, acceleration, quiet- 
ness and comfort with motor vehicles. 





Harry E. Weiner General 
Sales Manager for Willey 
PHILADELPHIA, Dec. 23—Harry E. 
Weiner, well-known automobile exec- 
utive, has been appointed general sales 
manager of the Guy A. Willey Motor 
Co., distributor of Paige for eastern 
Pennsylvania, southern New Jersey 
and Delaware. 


Two Made Buyers 

BRIDGEPORT, PA., Dec. 26—L. T. 
Kratz has been made buyer of the Cel- 
oron Co. and Wallace McCarter buyer 
of the Diamond State Fibre Co., the 
promotions following the resignation 
of W. A. Knerr who is now secretary 
of the Norristown branch of the Penn- 
sylvania Manufacturers’ Association. 
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Bay State Seeks 
Traffic System 


Takes Definite Step for Uni- 
form Control of Cars 
and Trucks 


BOSTON, Dec. 24—The Massachu- 
setts Department of Public Works has 
taken a definite step to uniformity of 
traffic by submitting to the legislature 
a report recommending that it be 
charged with formulating a uniform 
system of traffic control. In the report, 
which followed a request from the 
legislature as to the advisability of such 
a matter, it says: 

“In order to accomplish this the de- 
partment should be authorized to estab- 
lish as through ways, in addition to 
state highways, such other important 
through routes or parts thereof as it 
from time to time may deem advisable, 
and for all through routes so estab- 
lished to formulate rules and regula- 
tions governing the movement of ve- 
hicles thereon, including the erection 
and maintenance of warning, informa- 
tional and directional signs.” 

To make this further uniform the 
report suggests that the state depart- 
ment be given control over local regu- 
lations by requiring that all such about 
to be passed by cities and towns not 
be allowed to go into effect until they 
first get the approval of the Depart- 
ment of Public Works. It adds that 
this is in line with the effort to stand- 
ardize traffic conditions. 





Ingraham Hurd Sales Head 
DETROIT, Dec. 28—Lee H. In- 
graham, formerly sales promotion man- 














Treasurer 











J. LL. Overlock 


TREASURER of the Studebaker 

Corp. of America, is Mr. Over- 

lock’s official title. You read of 

his appointment in a recent issue 
of this business paper 








ager for the Kales Stamping Company, 
of Detroit, and more recently district 
manager of E. P. Hurd, Detroit manu- 
facturer of pin tumbler cylinders, pad- 
locks and spare tire locking devices, 
has recently been recalled to Detroit 
and promoted to be sales manager of 
the company. 


Mr. Ingraham states that the com- 
pany is anticipating putting on the 
market several new products, including 
a very efficient spare tire locking de- 
vice for the new Ford, and that they 
have added to their sales organization 
in the field. 


Motor Age 


Baker Talks on 


Car of Future 


Willys Engineer Says Motors 
Will Shift Gears and 
Apply Brakes 


TOLEDO, Dec. 23—The motor car of 
the future will have motors that will 
mechanically shift gears, apply brakes, 
in the opinion of A. J. Baker, chief en- 
gineer of the Willys-Overland Co., who 
addressed a group of mechanical en- 
gineers here at one of their recent 
monthly meetings. 

The automobile of the near future 
will have six high compression cylin- 
ders of small bore, a new type of cool- 
ing system, two pairs of headlights, 
four-wheel brakes and automatic gear 
shift, he indicated. 

But after that there will still be roum 
for improvement in the keeping of oil 
and motors at even temperature in cold 
or hot weather varying conditions. 

“Heat is one of the greatest factors 
to be studied in the entire motor in- 
dustry,” declared Baker. “A motcr 
niust be kept cool and yet it must be 
kept warm. The fact that oil is stiff 
and cannot reach the cylinder walls in 
cold weather causes terrific damage to 
the motor, much worse than results 
from overheated oil and thin oil.” 

Baker indicated that manv of the im 
r:. vemenis will probabt:) come from 
Europe where engineers are doing most 
efficient work in experimenting. 





Dole Valve Moves Office 

CHICAGO, Dec. 26—Dole Valve Co. 
has removed its Detroit office to the 
General Motors Building. 





National Shows Issue of MOTOR AGE Next IV eek 


+-+-+- 





RELATIVE PROSPERITY,” a business 
editorial by C. A. Musselman, president of 
the Chilton Class Journal Co., publishers of 
Motor AGE. 


“The Automotive Outlook for 1928,” by 
Norman G. Shidle, directing editor of the 
Chilton Class Journal Co. 


“More Powerful Engines and Lower Bodies 


Feature 1928 Design,” by C. Edward Packer, 
technical editor. 


“The Disorders of Hand-to-Mouth Diet,” 
by Sherman Swift, assistant editor. 


“Keep Books for Keeps,” by George T. 
Hook, associate editor. — 


“Wait Awhile Before You Buy Your New 
Yacht,” by John Cleary, editor 


Gallery of 1928 Automotive Art. 
Descriptions of many new models. 


Seventeen pages of complete specifications 
and statistics. 


+—-4+-4+- 


TieEse interesting and authoritative features, in conjunction with the latest news and the regular weekly depart- 
ments, will prompt you to read your copy studiously and file it for future reference 
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That's Mr. Oberheu—T hird From the Left 
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TuE rest of the party is made up of United Motors Service representatives and the picture was taken at the recent con- 


vention of that company, held in Detroit 





Firestone Turns Earth 


for West Coast Plant 


LOS ANGELES, Dec. 23—With city 
and county officials participating in the 
ceremony, the first earth was recently 
turned on the new site of the Firestone 
Tire and Rubber Co. of California, 
marking the commencement of con- 
struction of the company’s new plant. 

Russell Firestone, youngest son of 
Harvey S. Firestone, turned the first 
shovelful of dirt. 





Aeronautical Committee 


Appointed by Parts Group 

DETROIT, Dec. 23—The keen, in- 
terest which the automotive industry is 
taking in the future possibilities af- 
forded by the advancement of aviation 
is presaged in the appointment by 
President L. T. White, of the National 
Standard Parts Association, of an aero- 
nautical committee comprising three 
manufacturer and three jobber mem- 
bers. 

The aeronautical committee will con- 
sist of the following manufacturer 
members: David W. Rodger, Federal- 
Mogul Corp., chairman; C. C. Secrist, 
Victor Manufacturing & Gasket Co., and 
J.C. Yordon, Laminated Shim Co., Inc. 
Jobber members are: V. W. Olsen, 
Automotive Service Co., St. Paul; Dan 
H. Willis, Willis Co., Canton, Ohio, and 
A. L. Treitman, American Motor Spec- 
lalties Co., Newark, N. J. 


William D. Kelly 
PONTIAC, Dec. 22—William D. 


Kelly, 57 years old, well known in auto- 
motive production circles, is dead. Mr. 





Kelly was associated with the Oakland 
Motor Car Co. for 12 years, retiring in 
1921 as factory manager. 

He left Oakland to manage the Die- 
trich Body branch of the Murray Body 
Corp., a position he relinquished two 
years ago because of failing health. 





duPonts Purchase Big 


Block of U.S. Rubber Co. 
NEW YORK, Dec. 283—Members of 
the duPont family are reported on re- 
liable information to have purchased, 
for their individual accounts, around 
300,000 shares of U. S. Rubber Co. com- 
mon stock. 

It is pointed out in financial circles 
that this places them in a powerful 
position with the rubber company, total 
outstanding common stock} of which! 
amounts to 810,000 shares, with 690,000 
shares of 8 per cent, $100 par noncumu- 
lative preferred stock, which has equal 
voting power with the common. 





Costord Succeeds Galer 
SOUTH BEND, IND., Dec. 26—E. J. 
Cosford has succeeded C. H. Galer as 
assistant sales manager of the Stude- 
baker Corp. of Canada, Ltd. Mr. Galer 
has been promoted to sales manager of 
the Studebaker Corp. of Great Britain 





Hooey-ism | 


A GOOD parts man enjoys hav- 
inv salesmen brine in people they 
sold cars to and try to prove to 
them that he, the purts man, has 
overcharged them on items. 











Champion Spark Plug 


Convention at Akron 


AKRON, Dec. 23—Thirty salesmen 
from Champion Spark Plug Co., closed 
their convention last week. They 
represented Ohio, Michigan, West Vir- 
ginia and Pennsylvania. 

Speakers at the convention were Vin- 
cent Stevens, Akron; J. Edward Good, 
Akron; C. C. Welker, Akron; Harry C. 
Smith, Cleveland; G. E. Ledbetter, Ak- 
ron; H. E. Butvher, Toledo; J. Funk, 
Detroit; Jack Stoll, Dayton; H. L. 
Beach, Huntington, West Va.; C. A. 
Lull, Tiffin, O.; F. J. Callard, Toledo; 
R. E. Lyons, Cleveland, and H. M. 
Dine, M. L. Slates, and K. W. Donno- 
worth, all of Canton. 


Manhattan Shop Men 
Form Trade Association 

NEW YORK, Dec. 27—The independ- 
ent repairshop owners of Manhattan. 
have organized as the Automotive Re- 
pairshop Owners’ Association of Man- 
hattan. The purpose of this new organ- 
ization is to set up standards of opera- 
tion and ethics for the independent 
repairshop owners of New York. 

The following officers were elected: 
G. L. Amabile, president; Phil Solomon, 
vice-president; Philip P. Newman, 
secretary-treasurer; Harry Rich, ser- 
geant-at-arms. 








Willys-Overland Dividend 

NEW YORK, Dec. 22—Willys-Over- 
land Co. has declared a quarterly divi- 
dend on preferred stock of $1.75, 
payable Jan. 1 to stockholders of rec- 
ord Dec. 24. 
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By Sherman Swift 


ORKMEN must keep shop unscrupulously clean,” is the latest sign to at- 
tract my attention. And a newspaper clipping speaks of a garageman 
“robbed of his life savings of $2.00.” It may not be a typographical error at that. 


WONDER if any of our readers have realized what a wonderful op- 
portunity they have at this time to corner the used car market? No 


one has ever done it, although many a dealer has often thought that he 
had a good start. 


IMES change. A few weeks ago Ford salesmen were bemoaning the fact 

that they had nothing to sell. The other day John Cleary and I passed a 
Ford dealer’s place of business and saw several of his salesmen sitting around 
the showroom and smoking. Anyone, salesman or otherwise, could easily 
enough have dug up at least one prospect with a $25 bill to deposit. But they 
might have gotten behind in their smoking. 


J P. CROWDER writes to tell me that he has a mechanic who has already 
e turned over his new leaf in anticipation of the new year. “He is early of 
late,” says Mr. Crowder. “He used to be behind before, but now he’s first at 
last.” With all due respect to. Mr. Crowder—who in times past has helped me 
to fill this column when time was at a premium—I am inclined to think that 
this joke has already seen the light of day. My good friend Tate of Popular 
Mechanics Magazine—who is also my severest critic—will probably be able 


to trace the tale to its original source. Perhaps B.L.T. or Petroleum V. Nasby 
deserves the credit. 


HOSE of you who are interested may recall that in our last trade 

analysis—which is published as a monthly feature of this business 
paper—Kansas City dealers appeared to be “sittin’ pretty and ridin’ 
high, wide and proud.” The report for the rest of the United States 
wasn’t a bit optimistic. In thinking the matter over I came to the con- 
clusion that the dealer-owned wrecking company had a lot to do with the 
dearth of used cars and the general prosperity of car agents in that city. 
I became so curious that I wrote several letters to Kansas City friends— 
I used to live there—and each and every one told me that no matter how 
often I may have been wrong in the past, I was certainly right this time. 
Perhaps there’s a thought in this for you folks who aren’t lucky enough 
to live in Kansas City. 


T the moment of going to press a few automobile manufacturers are ap- 
parently vying with each other to see how much European “influence” 
they can get into their respective models. Personally I cannot see any reason why 
the presence of Continental design should be desirable. The average foreign car, 
compared with the average American car, leaves the fair-minded observer a bit 
lacking in enthusiasm for the former. To his way of thinking there is the dif- 
ference in the lines of the two cars that one finds between the draft horse and 
the thoroughbred. It is my belief that this view is shared by the great ma- 
jority. If this is so, I cannot understand why we shouldn’t go right on creat- 
ing. Copying is desirable enough at times—but this isn’t one of the times. 


PEAKING of English cars, I have just looked through an European jour- 
S nal and noted seven advertisements of automobiles, each and every one 
of which depicted the cars drawn up into the shade and the occupants enjoy- 
ing luncheon. I suppose the idea is to show readers what they are most in- 


terested in; over here we run to movie stars, if you have ever happened to 
notice. 


Hx to know you are in America: when you hear a lunch wagon 
short-order cook talking over the telephone to his garageman and 
telling him to “overhaul the engine.” 


Motor Age 


International Race 


May Be Held Here 


Probability of Three-Cornered 
Match Looms; Result of 
Challenge 


INDIANAPOLIS, Dec. 27—The prob- 
ability of a three-cornered international 
match race, with America, England and 
France represented, is looming as the 
result of the challenge issued by Cap- 
tain Woolf Barnato, chairman of Bent- 
ley Motors Limited, of London, to F. E. 
Moskovies, of this city, president of 
the Stutz Motor Car Co., and C. T. 
Weymann, of Paris, who had previously 
entered into a wager of $25,000 a side 
for a 24-hour match race between a 
Stutz Black Hawk and a Bolougne type 
Hispano-Suiza. 


Reduce Size of Wager 


Captain Barnato stipulated in his 
challenge that the wager should be 
$5,000 a side, but Mr. Weymann would 
not agree to this, although Mr. Mosko- 
vics gave his consent. Mr. Weymann 
did agree, however, to reduce the wager 
to $15,000 a side for Captain Barnato’s. 
benefit, provided it was a three-sided 
race, and as Mr. Moskovics concurred 
in this plan, this information was for- 
warded to Captain Barnato. However, 
if only the Stutz and Hispano-Suiza 
race, it will be for the original wager 
of $25,000 a side. 

Only Captain Barnato’s acceptance 
of the race terms previously agreed to 
by Mr. Moskovics and Mr. Weymann, 
and now modified as to the amount of 
the wager, is needed to make the tri- 
angular speed and endurance test over 
the local speedway a certainty. It is 
expected that his answer will be re- 
ceived in this country within a few 
days. 

Bentley Fast Stock Car 


The Bentley is unquestionably one 
of the fastest stock cars in the world, 
and its appearance in the race would 
make the event virtually an interna- 
tional stock car championship event. 
Stutz cars were the undefeated stock 
car champions of this country during 
the past season and the Hispano is 
generally credited with being the fast- 
est built on the continent. The Bentley 
has had a particularly brilliant exper- 
ience in 24-hour racing. It won the 
LeMans stock car endurance race, the 
24-hour speed classic of continental 
Europe in 1924, and again this year. 
It also won the 24-hour stock car race 
at Montlhery, near Paris, this year. 

The race, whether or not the Bentley 
competes, will be held on the Indian- 

(Turn to page 21, please) 
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Diversification is 


Urged by Moock 


Market Development Manager 
Tells How to Meet “The 
New Competition”’ 





CHICAGO, Dec. 24.—“Diversifica- 
tion!” In one word that is the advice 
given to the members of the Atlanta 
Automobile Association and its invited 
guests at the annual meeting, by Harry 
G. Moock, managing director of the 
Greater Market Development of the 
Automotive Equipment Association. 

“The automobile dealer today finds 
himself in very much the same position 
that confronted the Texas cotton farm- 
er, a few years ago,” said Moock. “He 
had all of his eggs in one basket—cot- 
ton.. If anything happened to the cot- 
ton market, he was all out of luck 
because he had nothing else to sell 
except cotton. 

“The automobile dealer, as well as 
the independent garage or repair shop, 
needs this same sort of advice today. 
Diversify! Instead of depending upon 
one product or service for your profit 
—whether it be selling automobiles or 
repairing or storing them—why not go 
into the automotive business and sell 
several automotive products and serv- 
ices? Then your business is almost 
sure to show a profit, regardless of 
conditions which might seriously affect 
one or the other of your lines.” 

The “new competition” was stressed 
by Moock, who stated that the Auto- 
motive Equipment Association’s Great- 
er Market Development, of which he 
is the managing director, has been set 
up as an answer to the strife between 
industries for the consumer dollar. 

“Instead of being car dealers,” said 
Moock, “we must become automotive 
merchants. We must stock accessories 
and parts and intelligently sell them. 
We must inject method and proper 
equipment into our service depart- 
ments, and intelligently merchandise 
that department. I do not say that 
every dealer should immediately stock 
everything made for automobiles. But 
I do say that an intelligent survey of 
every automobile business and the in- 
stallation of additional departments 
and services, which fit individual con- 
ditions, will result in profit where now 
there is too often a loss.” 





C. E. Fay Gets a Surprise 

BOSTON, Dec. 24—It was a very ac- 
ceptable surprise that the Chrysler 
dealers, operating under the C. E. Fay 
Co., of Boston, gave to Mr. Fay this 
week when he rolled up to his building 
on Commonwealth Ave. recently. He 





The Youthf 


l “Pioneers” 


Sa 








Youp hardly call these youngsters old enough to bear the title of “Buick 


Pioneers,” but that’s what they are. 


And here’s who they are: Back row, left 


to right—C. C. Coddington, Charlotte, N. C., host to this year’s “Pioneer Party” ; 
C. L. Whiting, Rochester, N. Y.; G. G. G. Peckham, Cleveland; H. E. Sidles, 
Lincaln, Neb.; A. S. Eldridge, Seattle; Lower rows: H. S. Leyman, Cincinnati ; 
H. K. Noyes, Boston; Guy S. Garber, Saginaw, Mich.; H. E. Pence, Min- 
neapolis; A. G. Randall, Salt Lake City; Fred W. Vesper, St. Louis 





saw a big bunch of the 62 and 72 
models out in the yard and thought 
there must have been a fire. Hustling 
into the salesrooms he found a lot of 
dealers standing around. 

Then he learned the story. After 
leading for seven weeks in the nation- 
wide Chrysler sales contest, with two 
more weeks to go, the dealers were so 
enthusiastic that they wanted to see 
“the old man,” as “C. E.” is affection- 
ately termed, win the contest. So they 
surprised him by requesting him to 
stand in the doorway and see how it 
felt to see 102 new Chrysler cars roll 
off in the biggest drive-away ever held 
in the company’s history. 

“Did it occur to you, boys, that you 
were setting a precedent?” was Mr. 
Fay’s joking remark as they were 
about to start away. 





Assign N. Y. Show Days 

NEW YORK, Dec. 283—Days at the 
National Automobile Show in New 
York have been set aside for different 
groups as follows: Saturday, Jan. 7, 
General Opening Day. The show will 
not be open on Sunday. Monday, Jan. 
9, has been designated Dealers’ Day; 
Tuesday as Aviation Day; Wednesday 
as Society Day; Thursday as Army, 
Navy and Society of Automotive En- 
gineers’ Day; Friday as Theatrical 
Day, and Saturday, Jan. 14, Civie and 
Closing Day. 


«section. 


Nielson Opens Big 
Plant at Hartford 


HARTFORD, CONN., Dec. 25—The 
John P. Nielsen & Sons Co., Chrysler 
distributors, recently opened a new half 
million dollar sales and service build- 
ing. This plant, which is by long odds 
the finest of the sort in this section, is 
a notable addition to the automotive 
The plant has been over a 
year in the making. The show room, 
while simple in desigr is wonderfully 
effective both from the standpoint of 
utility and harmonious outline. The 
salesroom will easily handle twv doz>n 
cars and the artificial lights are so 
arranged that no shadows are cast. The 
plant -has a storage capacity of 250 
cars. 

Joseph W. Frazier, vice-president and 
sales manager of the Chrysler Corpo- 
ration was the chief invited guest and 
he expressed his appreciation of the 
new plant and-commentc! most favor- 
ably on the marked progress of the 
local distributors. 





Mekeel Joins Nugent 
CHICAGO, Dec. 24—Van Cortright 
Mekeel, formerly connected with the 
Taylor-Wharton Iron & Steel Co., High 
Bridge, N. J., has resigned to join the 
Nugent Steel Castings Co., of this city, 
as special representative. 
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From Right to Left— 





J ust to be different we are asking you to read from the little known right 


to the little known left, instead of the well known vice versa. 


These men, all 


Chevrolet executives, are, right: P. L. Ewell, assistant sales manager, Detroit 
zone; center: S. P. McLeod, Detroit city sales manager; and left: A. H. 
Goodman, Detroit zone sales manager 





Air Express to Use 
Fokker Monoplanes 


NEW YORK, Dec. 27—The Western 
Air Express is reported to have se- 
cured backing from the Daniel Gug- 
genheim Fund for the Promotion of 
Aeronautics for the purchase of three 
tri-motored, 16-passenger Fokker 
monoplanes for regular passenger 
service, to be inaugurated next spring 
between Los Angeles and San Fran- 
cisco. 

Officials of the Atlantic Aircraft Co. 
refused to comment on this report, but 
it is believed that the three planes will 
be of the type used by Commander 
Byrd in his trans-Atlantic flight, and 
will be powered with three 425-hp. 
Pratt & Whitney air-cooled Wasp en- 
gines. 

It is said that they will have a cruis- 
ing speed of 120 miles an hour and a 
high speed of 140 miles an 


hour, with a wing spread of 








74 feet. Under the terms of the Gug- 
genheim loan, the planes must be able 
to carry a full load with two out of 
the three motors in operation. 


Toledo Show Arouses 


Widespread Interest 
TOLEDO, Dec. 24—Every inch of 
space for the annual motor show of 
the Toledo Automotive Trades Associ- 
ation which will be held Feb. 6 to 11, 
in the Civic Center Garage, in the 
heart of the downtown district, has 
been booked and many exhibitors have 
been forced to cut down their requests 
to enable all to get in. More than 
40,000 square feet of space will be 
available for the show. 

E. D. Sowden, of the Bliss Auto 
Sales Co., has been named chairman 
of the show space committee by Harry 
R. Henry, of the Towell Cadillac Co., 
who is general chairman. 








Moon Adds Royal Roadster 


As an addition to its recently announced 6-72 line, the Moon Motor Car Co. 
has put into production a Royal roadster priced at $1,395 factory, on which 


shipments are now being made. 


This car, according to factory officials, comes 


in answer to a brisk demand from California and Southern resorts for a roadster 
of power, poise and brilliantly colorful dress. Needless to say the illustration 
doesn’t do justice to the latter 


Motor Age 


Bombing Airplane 
Gets Test Flights 


New Sikorsky Climbs With 
Nearly Six Tons on 
One Engine 

NEW YORK, Dec. 23—The Guardian, 
a new bombing plane manufactured by 
the Sikorsky Manufacturing Co. in con- 
junction with the Consolidated Aircraft 
Corp., received its first test flights at 
Curtiss Field last week. 

This new plane was shown on these 
flights to be able to take off in less than 
600 yards and to land at less than 45 
miles an hour. Lieut. Hugh Wade, who 
piloted the plane on the test found that 
the plane flew well and even climbed 
with a load of nearly six tons on one 
motor. 

The plane is powered with two Pratt 
& Whitney Wasp type motors, giving a 
horsepower of 1050. It is estimated 
that the plane has a speed range from 
55 m.p.h. to 140 m.p.h. The upper 
wing has a spread of 101 feet and the 
lower wing 58 feet. Cruising radius, 
with permanent tanks filled is 600 
miles. Equipped with auxiliary tanks, 
the experts believe that the cruising 
could be increased to approximately 
5000 miles. 

The plane carries an armament of 
eight machine guns, two in the turret 
aft of the upper wing, two in the pilot 
seat and four pointing downward from 
the bombing bay. 

There are racks to carry one 2000 
pound bomb and three 200 pound bombs. 
The machine is equipped with radio 
for wireless telephone conversation 
with the ground, and also an intercom- 
municating telephone system so that 
the pilot can converse with other mem- 
bers of the crew. 

Further tests are to be made on the 
plane before it is turned over to the 
Army Board of Observation for official 
flights. 


Invents Shock Absorber 

WILMINGTON, DEL., Dec. 27— 
Louis G. Dorsey, of 314 West Twenty- 
eighth Street, has invented and had 
patented a new shock absorber. It is 
100 per cent mechanical in action and 
is claimed to have a remarkably high 
degree of snub action and recoil ar- 
resting ability. 

It has a high range of adjustment, 
enabling one or two models to cover 
the varying weights of the entire in- 
dustry. It is claimed to be suitable 
for railroad cars, elevators and aero- 
planes, as well as motor vehicles. Let- 
ters patent have been obtained in Can- 
ada, Europe and South America, as 
well as in the United States. 
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Air Travel Costs 
Up to $1.50 a Mile 


With Single Engined Planes 
35 Cents is Minimum 
Figure 


WASHINGTON, Dec. 23—Figures 
compiled by the Department of Com- 
merce showing cost of airplane travel, 
up-keep and operation, just published 
by the Bureau of Aeronautics, show 
that the cost per mile is 35.28 cents. 

These figures are arrived at by the 
department, based on the use of single 
engine planes valued at from $12,000 
to $14,000 each. Figures compiled by 
various companies range from the low- 
est of 35 cents a mile up to $1 a mile 
for single-engine ships and from $1 to 
$1.50 a mile for multi-engine ships. 

The 35 cents a mile figure, furnished 
by one company, is arrived at as fol- 
lows: 





Cents 

a Mile 

ee Re ee ieee eee ee oe 7.95 
I Ota te iia ie dl a ae ae le 2.3 
ED SN i a hee eh seis lee ee ee 2.6 
RT CT ere eer 8.6 
I A at aie tee wien ed Sea ilaie 5.0 
ES er ree 0.6 
re 0.12 
EE, aie Miibés ite bine bbe ewan ees 4.83 
PMVOTCIGIMM, DOMME 2c ccccccccccsvcc: 2.41 
Dil! t2t-is bkphebeekeee ds nkeedeesuweans 0.24 
ae ade irs dea ee kee ee ee ee eel ae er 
DE Wek pee eke wine eee ee eee awe eas 0.60 
0 ee rs ee ee 0.48 





Triple Metals Changes 


Name to Dudley Lock 
CHICAGO, Dec. 26—The name of the 
Triple Metals Corp., 107 North Wacker 
Drive, has been changed by the board 
of directors to The Dudley Lock Cor- 
poration. 


M.& A.M.A. Reports Decline 

NEW YORK, Dec. 25—The Motor 
and Accessory Manufacturers Associa- 
tion reports grand index on automobile 
parts and accessories production during 
November as 102, as compared with 
129 for October and 81 for November 
a year ago. The decline since October 
is attributed to the fact that some of 
the larger automobile manufacturers 
were closed down during part of the 
month for inventory. 

Resumption of activity on the part 
of these manufacturers and the re- 
entry of Ford business will doubtless 
bring the index figure for December to 
a much higher mark. 

The index figure for original equip- 
ment is 99 as compared with 124 in 
October and 94 in November a year 
ago. The index figure for accessories 
is 75 as compared with 103 in October 











Here’s —Nore Business 





fire extinguishers, window curtains. 





Tue following items can be sold by dealers as accessories on the new 
Ford cars which are not included in original equipment: Radiator 
shutters, thermostat, spot light, air cleaner, oil filter, tire gage, spare 
tire and tube, spare tire cover, lacquer polish, trunk rack, trunk, spare 
tire lock, heat indicator, car heater, cigar lighter, parking light, vanity 
set, smoking set, windshield wings, clock, step plates, trouble light, 
window eaves and ventilators, automatic windshield wipers on open cars 
and dash oil gage, either level or pressure type, seat covers, sun visor 
on open cars, glass enclosures for open cars, tilting steering wheel and 
an adjustable steering column bracket, fancy radiator ornaments, fancy 
gear shift lever balls, tire chains, rubber pedal pads, spring lubricators, 
robe rails, running board luggage carrier, foot rests, robes, rumble seat 
windshield, backing up switch for stop light, ball bearing shackles and 





and 83 in November, 1926. Replace- 
ment parts are placed at 132 as against 
174 in October and 94 last November. 
Shop equipment index is 143 as com- 
pared with 120 in November and 119 in 
November of 1926. 





Bellanca Mystery Ship to 
Try Non-Stop Rome Flight 
NEW YORK, Dec. 26—G. M. Bellan- 
ca has been working for ‘some time on 
a “mystery ship” which is designed for 
a non-stop New York-to-Rome flight. 
This flight is to be financed by Italians. 
The new ship, it was said, has a wing 
spread of 62 feet and is powered with 
a Pratt & Whitney 425-hp. Wasp engine. 
Fuel tanks are built to hold 871 gallons 
of gasoline, sufficient to sustain the 
plane any distance up to 6000 miles. 
The plane has landing gear which can 
be pulled up into the fulselage to lessen 
wind resistance. 





Satisfied With a Chevvy 





Elgin Machine Wks. 
Opens New Plant 


ELGIN, ILL., Dec. 26—The Elgin 
Machine Works, owned by Martin Skok, 
last week occupied its new modernly 
equipped factory, which will be devoted 
to the manufacture of auto engine pis- 
ton rings, with a daily capacity of 5000 
pins. 

The plant was opened seven years 
ago in a small garage to supply manu- 
facturers and distributors with replace- 
ment parts on short notice. It met a 
pressing need in the repair field and 
rapidly grew into an important indus- 
try. 

Products are now distributed threugh 
250 jobbers in the United States and 
foreign countries and three branch 
warehouses are maintained to facilitate 
service. 





Tue combined ages of the four chorus girls shown herewith, if laid end to 


end, would approximate 68. 


And each is the daughter of an old Virginia 


family, who went on the stage because she was tired of society and wanted 
to express herself, her father, the old “Kunnel” being very much “exocised 


about it suh.” 


The car is a Chevrolet 











By Lewis C. Dibble 


AN important event in the history of the automotive industry was recorded 
in Detroit recently. It was an account of the first collision in which one 
of the new Ford Model A’s was involved. And strange as it may seem it re- 
mained for a jealous old Model T to slough Mr. Ford’s new pet and badly nick 


a rear fender. i r ‘ ‘ 


O much applesauce has been spilled about the new Ford car that 
many believe it so good that nothing could possibly ever happen to 
it. But now that the Detroit incident has proven conclusively that it is 
at least possible to mar the appearance of the Model A, Ford dealers can 
rejoice in that they can continue to enjoy a replacement parts business 


in the years to come. 
* * * * 


W. A. TRACY and his gang of game wardens out Oakland-Pontiac way 
q are now busy checking up the bag of the thousands of Oakland-Pontiac 
salesmen throughout the United States who participated in the Big Game Hunt 
which came to a close Christmas Eve. Reports indicate a wicked slaughter 
with a result that Oakland-Pontiac sales have been maintaining a mighty 


satisfactory pace. * * ms ms 


HEN George Harrison Phelps began casting around for a crack publicity 
man for Dodge Brothers to succeed our old pal, Glen Cummings, who 
has resigned to accept the pest of financial editor of The Detroit Times, he 
selected Max Enos, well known publicist. For years Max was well known about 
the country as a public relations man. Then he joined Campbell-Ewald, from 
which company he recently retired to join the Phelps organization. 
THESE are days when automobile publicity men earn their dough. Figur- 
ing out ideas for a bale of publicity thunder for the National Automobile 
Shows hits us as a heck of a hard job. At least these were the impressions we 
gained the other afternoon when we dropped in to inspect the palatial new quar- 
ters which Bill Moffett and his tribe of publicity specialists for Campbell-Ewald 
are occupying. We found everyone knee deep in show copy and working to beat 
blazes. But with the aggregation Bill has around him you can bet your spare 
tire that the copy they turn out will be darn hot stuff. 
* * * * 
O our way of thinking R. F. Cole is one of the most human sales 
managers in the automobile business. We have had this impression 
for a long time but it was further amplified the other day when Mr. Cole 
confidentially divulged to us some of the ideas he has in mind for making 
the business of the Hupmobile dealer more attractive and profitable. 
Maybe some day he will permit us to write a complete story on what he 
has in mind. At any rate it would make highly interesting reading. 
* is * % 
ELLING tire locks seems to be duck soup for Lee H. Ingraham. As a 
matter of fact he did such a red-hot job as a district manager for E. P. 
Hurd that the company just naturally promoted him to be general sales mana- 
ger. And the first thing Ingraham did after he came back to Detroit was to tell 
us that his company is planning a spare tire lock for the new Ford car that’ll just 
compel the thieves to choose between going to work or to the poorhouse. 
i * * * 
W. FRAZER sees no fly specks on the business horizon. At least the 
e general sales manager of Chrysler told us the other day that he is very 
confident in the business outlook for 1928 and he freely predicts that it will 
afford Chrysler, which has amazed the industry with its rapid climb up the 
sales ladder, to set another spectacular record. And before we departed Mr. 
Frazer told us that Chrysler will have the most intensive selling program in 
its entire history, which is mighty good news for Chrysler dealers. 
* * * * 
HEY say Tommy Walton is becoming more polished as a salesman every 
day. The reason is that Tommy recently took up the job as general sales 


manager of the McAleer Company, and now directs the sale of their automobile 
polishes. 


Motor Age 


Flood Can’t Stop 
1921 Studebaker 


Old Car, With 150,000 Miles 
of Service, Fights Way 
to Safety 





BOSTON, Dec. 23—A somewhat 
belated, though nonetheless dramatic 
tale of how a Big Six Studebaker 
automobile with 150,000 miles regis- 
tered on its speedometer, was able to 
fight its way to safety through the 
New England floods is related in a re- 
cent issue of the Woburn (Mass.) Daily 
Times. 

The car was a 1921 model, owned by 
Edwin F. Kimball of Woburn, Mass. 
Mr. Kimball left his home Nov. 1 to 
make a business trip through New 
England, driving his Studebaker. 

The following Thursday, according 
to the Woburn Daily Times, Mr. Kim- 
ball was caught in the rising flood wa- 
ters. Then commenced a series of thril- 
ing experiences. 

That afternoon, after several narrow 
escapes and driving through deep flood 
currents, Mr. Kimball and the passen- 
gers in his Studebaker, heard a cry for 
help from a housetop on the overflown 
banks of the Winooski river. A mother 
and several children were marooned. A 
human life-line was formed, but at the 
moment when rescue seemed sure, the 
house toppled over, and the occupants 
were swept to their death. 

The flood was still rising and Mr. 
Kimball tried road after road to safety. 
Several times he turned back when the 
road plunged into flood waters that 
would have completely swamped the 
machine. Most of the time the Stude- 
baker was plowing through hub deep 
mud and water above its running 
boards. 

Once a bridge went out just after the 
Studebaker had crossed it. Blinding 
sleet and a temperature below zero fur- 
ther hindered Mr. Kimball’s efforts to 
escape the floods. 

Safety was at last attained when the 
car was put against a steep mountain 
trail. Despite an unsound footing the 
car negotiated the difficult road and a 
haven at the top was found by Mr. 
Kimball and his passengers. 





Push Metric System Bills 

WASHINGTON, Dec. 27—Senator 
Gillett, of Massachusetts, will reintro- 
duce his bill to supplant the present 
system of weights and measures with 
the metric standard at the present ses- 
sion of Congress, he announced last 
week. 

A similar measure will be sponsored 


in the House by Representative Britten, 
of Illinois. 
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Moline Stamping 
Succeeds Wilson 


New Company, Now Produc- 
ing Bodies, Capitalized 
at $475,000 


MOLINE, ILL., Dec. 24—Articles of 
incorporation have been issued by the 
Moline Stamping and Manufacturing 
Co., successor to the E. H. Wilson Man- 
ufacturing Co., builder of automobile 
bodies, and operations were begun at 
the factory last week on a small scale 
under the new ownership. 

James P. Pearson of this city, H. C. 
Priester and William Mueller, Daven- 
port, are incorporators of the company 
which is organized with $475,000 pre- 
ferred stock and 30,000 shares no par 
common. Organization meeting will be 
held soon to complete details of the new 
company executive personnel. 

Creditors of the Wilson company will 
receive about 33 1/3 per cent on their 
claims under the distribution plan of 
L. L. Harr, receiver for the plant, and 
approved by Judge L. H. FitzHenry in 
Peoria federal court. 

The new company is incorporated 
for the purpose of dealing in products 
of metal, woodwork, stampings, auto- 
mobiles, auto tops and parts and air- 
planes. For the present, however, the 
company will confine itself to auto body 
building, organizers announced. 








Studebaker Charters 


Large Cargo Carrier 

NEW YORK, Dec. 26—When the 
Steamer Eberstein, chartered by The 
Studebaker Corp. of America, sailed 
from New York a few days ago on her 
maiden voyage, she carried a Christ- 
mas cargo composed entirely of Amer- 
ican automobiles bound for Europe. 

The Eberstein carried what is thought 
to be the first shipment of its kind 
on record, for the 500 Studebaker and 
Erskine automobiles that constituted 
her cargo were shipped unboxed. Ship- 
ping cars in this manner has been an 
accepted practice for some time on pas- 
senger steamers carrying cars for tour- 
ists, but heretofore it has not been pos- 
sible to make large shipments of pas- 
senger cars to foreign dealers without 
boxing. 

Shipping cars in this manner effects 
a considerable saving. 





Plan Electric Truck Sales 

NEW YORK, Dec. 27—Electrical In- 
dustrial Truck Manufacturers have ap- 
proved plans for 1928 calling for gen- 
eral publicity work and local coopera- 


tive campaigns in a number of leading 
cities. 
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“Four “Porterhouse Steaks’ 





A FEW days ago in Detroit a modestly gowned woman stepped into 
her “regular” butcher shop. Knowing her, the butcher reached for a 
soup bone, as that had been the limit on meat expenditures in that 
family for some time. With a happy smile in her eye she waved the 
soup bone away and said, “Give me four porterhouse steaks, John is 
back making Fords.” 

Briefly that summarizes the situation in Detroit today. Thousands 
of families are ordering porterhouse steaks that have been denied them 
for months. Thousands of families will be eager and happy to buy 
the little luxuries and necessities of living that have been out of reach 
by virtue of curtailed incomes. 

The Detroit market is getting set for its greatest era of prosperity. 
Automotive experts are predicting five million motor cars to be produced 
in 1928, and it should be remembered that 85 per cent of ‘them are made 
and shipped in the Detroit market. The new Ford is now a reality. 
Model “A’s” are coming regularly out of the huge Highland Park and 


Fordson plants . 





. seventy thousand men are packing full dinner 
pails there, and there’s a new lift to their shoulders as they plunge 
into the giant hum of this huge industry. Hundreds of other industries 
have caught the infection and the wheels of business are rolling merrily 
along, faster and faster here in the Detroit market. 

The foregoing is from an advertisement of the Detroit Free Press in 
Advertising & Selling. We don’t know how you feel about it, but— 


John Cleary says—That is good advertising. 








The advisory committee for 1928 in- 
cludes P. W. Saitta, Crescent Truck Co., 
chairman; W. Van C. Brandt, Electrical 
Storage Battery Co.; G. E. Stringfel- 
low, Edison Storage Battery Co.; M. A. 
Watterson, Baker-Raulang Co.; C. B. 
Cook, Elwell Parker Electric Co.; H. J. 
Fuller, Yale & Towne Mfg. Co., and 
E. R. Kleindinst, Automatic Transpor- 
tation Co. 





Auburn Dividend Declared 
NEW YORK, Dec. 24—The Auburn 
Automobile Co. has declared a quar- 
terly dividend of $1 and a stock dividend 
of 2 per cent, both payable Jan. 2 to 
stockholders of record Dec. 23. 





ON 


—_ 
Me 


Collins Bros. Co. Makes 
an Outstanding Record 
PORTLAND, ORE., Dec. 26—An 
outstanding sales record has been made 
by Collins Bros. Co., distributor of 
Oakland and Pontiac in both Portland 
and Seattle during October and No- 
vember. In Portland and Oregon the 
total sales on these makes of cars were . 
said to exceed those of every other 
make of six-cylinder cars during the 
60-day period. Also the same make 
of cars in Seattle and surrounding ter- 
ritory were on the top rung of the 
sales ladder. 

These optimistic reports were de- 
livered by E. C. Propst, Portland man- 
ager of the organization, at a dinner 
given under the auspices of the Oak- 
land Motor Car Co. here this week. 





Buick Tews Speed Boat 


F OR the first time in history, the English channel has been crossed by a 

small outboard-engined motor boat, owned and operated by Wilfred T. Fry, of 

London. Mr. Fry, an enthusiastic Buick owner, has a 24 Roadster model, that 

is frequently used for taking his complete craft and engine cross country to 
motor boat regattas 
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Highway Safety 
Ideas Requested 


California Legislative Group 
Seeks Ways to Lower 
Accidents 


LOS ANGELES, Dec. 23—Meetings 
are being conducted in various Califor- 
nia cities by a state legislative com- 
mittee to receive information and 
suggestions that may be of assistance 
in the promotion of highway safety. 
The committee is also investigating the 
advisability of adopting compulsory 
automobile liability insurance. 

The legislative committee was ap- 
pointed to investigate the adequacy of 
the facilities for the enforcement of 
existing laws relating to the use and 
operation of vehicles on the state high- 
ways. Included is the question of the 
advisability of establishing some sys- 
tem of enforcement of all laws relating 
to the safe operation of such vehicles 
and to make recommendations con- 
cerning the advisability of amendments. 

If the committee reports in favor of 
the adoption of any specific law, it will 
include in its report the measures 





Hooey-ism j 


THE perfect mechanic knows 
that the factory that made the 
car his boss sells is the only place 
that can make good parts for it. 


Such a man can keep owners 
from patronizing outside garages, 
yet keep all the parts business 
of these same outside garages. 











which in its judgment should be en- 
acted. It is also the duty of the com- 
mittee to study the advisability of 
requiring owners or operators of motor 
vehicles to give some form of security 
for the payment of judgments for 
which the owner or operator may be 
liable. 

The committee will make its report 
at the next session of the state legis- 
lature. 


No More Trolleys 
NEW YORK, Dec. 26—Motor buses 
have recently replaced trolley lines in 
Reno, Nev., thus making Nevada the 
second state in the Union which no 
longer has any trolley service. 


Motor Age 


Firestone Shares 
Double Earnings 


$33.89 Dividend on Common 
Against $16.90 Previous 
Year 


NEW YORK, Dec. 23—Firestone 
Tire & Rubber Co. reports net income 
for the year ended Oct. 31 as $13,780,- 
$66 after depreciation, charges and 
federal tawes, equal after preferred div- 
idend to $33.89 a share earned on the 
common stock. This compares with 
$7,622,339, or $16.90 a share in the pre- 
vious year. 

At the directors’ meeting last week 
this company declared a regular quar- 
terly dividend of $1.50 a share and a $2 
extra dividend on the common stock, 
payable Jan. 20 and Jan. 1 to stock- 
holders of record Jan. 10 and Dec. 20. 
The board of directors also approved 
placing the common stock on a regular 
$8 annual basis for next year. 

This has been one of the most profit- 
able years in the history of the com- 
pany, according to Harvey S. Firestone, 
president. The company’s Canadian 
subsidiary is completing an extension. 





What’s 


Coming in Motordom 





SHOWS 
Akron, Ohio, M. O’Neil Bldg. ....Feb. 4-11 
Atlantic City, Young’s Million Dollar 


an. 21-28 


Jan. 21-28 
*Boston, Mechanics Bldg. ..... March 10-17 
Brooklyn, Brooklyn Motor’ Vehicle 
Dealers Association, 23rd Regiment 
Armory 
*Buffalo, 17th Armory 
Camden, N. J., Convention Hall, 
Jan. 30-Feb. 4 
*Canton, Ohio, Land O’ Dance ..Feb. 12-19 
*Chattanooga, Tenn., Municipal Audi- 
POET cccccncccvevesvecce seus Feb. 13-18 
*Chicago, National Automobile Cham- 


ber of Commerce, Coliseum, 

Jan. 28-Feb. 4 
*Cincinnati, Music Hall ........ Jan. 15-21 
*Cleveland, Public Auditorium..Jan. 21-28 
*Columbus, Auditorium .......... Feb. 6-11 
Deadwood, S. D., Auditorium ...Feb. 20-25 
Denver, Auditorium ....... Feb. 27-March 3 
Des Moines, Coliseum .......... Feb. 20-25 
*Detroit, Convention Hall ........ Jan. 21-28 


Elmira, N. Y., State Armory..Jan. 30-Feb. 4 
Evansville, Ind., Coliseum..Feb. 26-March 3 
Grand Rapids, Mich. ............. Feb. 6-11 
“Harrisburg, Pa., Emerson Branting- 
ham Bidg. Jan. 28-Feb. 4 
Hartford, Conn., State Armory..Feb. 18-25 
Indianapolis, Auto Show Bldg. ..Feb. 13-18 


*Kansas City, Mo., American Royal 

_ Bldg. Seca eeereorceeccescesecs Feb. 11-18 
Kinston, rare: April 9-13 
DE, ME, v.vo-00%000neesca cue Feb. 6-11 
Los OO: March 3-11 
*Louisville, Ky., Jefferson County 
PE gl MT Te Jan. 16-21 
Milwaukee, Auditorium ........ Jan. 14-21 
Minneapolis, Municipal Auditorium 
‘ Feb. 4-11 
Montreal, Canada, Motordrome..Jan. 21-28 
Muskegon, Mich., Armory ....... Feb. 14-18 
Nashville, Tenn. ................. Jan. 16-21 


Newark, Armory 


= x aa... eee Jan. 14- 

*New York, National Automobile Cham- ' 
ber of Commerce, Grand Centra] 
PUG 60i0es5nésdeteesneennade Jan. 7-14 








Coming Feature Issues of 
Chilton Class Journal 
Publications 


Jan. 1—National Shows Number— 
Automobile Trade Journal. 


Jan. 5—National 
Motor Age. 


Shows Issue— 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 











Niagara Falls, N. Y., Rossandy Garage, 


, Jan. 23-28 
Omaha, Neb., Municipal Auditorium 
eb. 20-25 
Or’ando, Fla., Coliseum ..........: Feb. 9-11 
Otiawa, Can., New Coliseum ..... Feb. 6-11 
*P iiladelphia, Commercial Museum 
Jan, 14-21 
Pittsburgh, Pa., Moter Square Garden, 
Jan, 21-28 
Pla.nfield, N. J., Amusement Academy 
Feb. 18-25 
Providence, R. I., Cranston Street 
enn: Feb. 11-18 
Rochester, N. Y., Edgerton Park, 
Jan. 23-28 


Salon, Automobile Salon, Inc., 
Drake, Chicago ......... Jan. 28-Feb. 4 
Salon, Automobile Salon, Ine., Hotel 
Biltmore, Los Angeles ...... Feb. 11-18 
Salon, Automobile Salon, Inc., Palace 
Hotel, San Francisco..Feb. 25-March 3 
San Bernardino, Cal., National Orange 
Show Bldg. Feb. 16-26 


er See. Ce. sccsenesnnees March 10-15 
*San Francisco, Civic Auditorium 
Jan. 28-Feb. 4 


*Scranton, Pa., Armory ......... Jan. 23-28 
Sheboygan, Wis., Eagles Auditoriu 

Feb. 6-12 
Sioux City, Iowa, Armory ........ Feb. 22-25 


Sioux Falls, S. Dak., Coliseum..March 28-31 
Spokane, Wash., State Armory ..Feb. 15-18 
Springfield, Ill. State Arsenal..March 7-10 


Springfield, Mass., Municipal Audito- 
DEE tess cneeend suns Feb. 27-March 3 
Springfield, Ohio, Memorial Hall..Jan. 16-21 
*St. Louis, City Market Bldg. ....Feb. 6-11 
Syracuse, State Armory .......... Feb. 6-11 
*Tampa, Fla., Davis Island Coliseum 


March 29-April 5 


*Toledo, Civic Center Garage ...Feb. 6-11 
Trenton, N. J., State Armory ...Feb. 18-25 
Troy, N. Y., State Armory ...... Jan, 21-28 


*Washington, D. C., Auditorium, 
—— Jan. 28-Feb. 4 

Wichita, Kans., Municipal Forum 
eb. 6-11 


F 
Wilmington, Del., duPont-Biltmore 
a —EH eee ee n. 30-Feb. 4 
Worcester, Mass., State Armory..Feb. 9-11 
* Will have special shop equipment exhibit. 


CONVENTIONS 


Automotive Equipment Association, 
Grand Hotel, Mackinac Island 
June 10-16 


Michigan Automotive Trade Associa- 


tion, Annual Meeting, Hotel Stat- 
i Ee Jan. 25 
National Automobile Dealers’ Ass’n, 
Annual Meeting, Palmer House, 
PED cep cerceeewennen Jan. 31-Feb. 2 
National Automotive Parts Associa- 


tion, Hotel Statler, Detroit..Jan. 25-27 
Society of Automotive Engineers, An- 
nual Meeting, Detroit ....... Jan, 24-27 


RACE 


Daytona Beach, Fla., series of stock car 
races and world’s speed trials 
Feb. 15-23 





—— 
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International Race 


May Be Held Here 


Challenge May Result in Tri- 
Cornered Match Event 
Next Spring 
(Continued from page 14) 


apolis brick track on April 16. This 
was assured some days ago when the 
sponsors of both the Stutz and the His- 
pano deposited forfeits of $5,000 each 
with the Security Trust Co., of this 
city, as a guarantee of appearance for 
the race. 

Captain Edward V. Rickenbacker, 
chairman of the Contest Board of the 
American Automobile Association, and 
president of the Indianapolis Motor 
Speedway, has been designated as 
stake-holder and the deposits are sub- 
ject to his disposition at the time of 
the race. 

Barnato Prominent Sportsman 

Captain Barnato, who is one of the 
wealthiest men in Europe, has a world- 
wide reputation as a sportsman. He is 
a son of the famous Barney Barnato, 
known some years ago as the world’s 
“diamond kind” because of his diamond 
mine holdings in Africa. In his chal- 
lenge, he stated that, as chairman of 
Bentley Motors, Limited, he was pre- 
pared, “to challenge the field with a 
British car, a standard 4%-litre Bent- 
ley.” Captain Barnato indicated that 
certain regulations governing specific 
stock car tests in Europe should govern 
the three-nation event here, but in view 
of the fact that the originally planned 
Stutz-Hispano race was purely a match 
affair culminating from the sponsor’s 
claims for the cars of their respective 
nations, and particularly because the 
detailed terms of the race had been al- 
ready agreed upon by Mr. Moskovics 
and Mr. Weymann, they insisted that 
the original plans, somewhat modified, 
should prevail. 


Want Third Contestant 
Both of the original sponsors of the 
race are more than anxious that the 


British car compete, since it will add 
even more to the glamour and interest 


that has been aroused throughout the 
world since the first announcement of 
the $25,000 wager. It will be one of 
the biggest international sporting 
events of a number of years and is ex- 





Hooey-ism 


THE perfect mechanic gets his 
tools out and his overalls on be- 
fore the whistle blows in the 
morning. 
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5-INCH GONG—DOUBLE STROKE 


Two gongs, differing in tone. Depressing plunger 
strikesone gong, releasing it strikes the other, thus 
produing a chime peculiarly cistinct and noticeable 
—different from any other alarm ever heard. 

Gongs made from finest quality bell metal, care- 
fully turned, and finished throughout in full nickel 
plate highly polished and buruished. 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers St., New York City 





New Departure’s First 


This advertisement appeared in Motor 
AGE in the issue of December 7, 1899 
—twenty-eight years ago. It is repro- 
duced above in its exact size. Com- 
pare it with the New Departure 
advertisement on Page 7 of this issue 








pected to attract a capacity crowd. 
-The Stutz drivers will be Frank Lock- 
hart, perhaps the foremost American 
race driver of his time, and Gil Ander- 
sen, one of the stars of the speedway 
of a decade ago. Captain Barnato has 
indicated that he will be one of the 
drivers of the Bentley and. that thé al- 
ternate will probably be George Duller, 
a prominent British driver. Mr. Wey- 
mann and Major H. O. D. Segrave, who 
holds the world’s record of 203.7 miles 


. per hour for one mile, were originally 


nominated as the drivers of the His- 


pano-Suiza, and it is thought that they. 


will be at the wheel when the event is 
run in April. 





Accidents Decrease 


NEW YORK, Dec. 24—Cleveland, 
Boston and St. Louis show a total of 
automobile accidents for the first 10 
months of the current year below those 
for the corresponding period of 1926, 
according to figures made public by the 
National Automobile Chamber of Com- 
merce based on City Health Depart- 
ment records. 

Detroit’s autumn record indicates 
that its total for the year will be lower 
than for 1926. New York, Chicago, 
Philadelphia and Pittsburgh may pos- 
sibly keep within their 1926 record if 


_the last few weeks are held down. 


oo 
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West Coast Group 
Studies Tire Wear 


Adjustment of Camber of 
Front Axle Held Impor- 
tant for Corrections 


LOS ANGELES, Dec. 17—The im- 
portance attached to the subject of 
premature tire wear, as caused by im- 
proper wheel alignment, was given 
striking emphasis at the last meeting 
of the Los Angeles section of the 
Society of Automotive Engineers. With 
wheel alignment as the sole subject of 
discussion, the largest crowd in the 
history of the local chapter turned out 
and the length of the meeting was ex- 
tended by popular vote. 

The principal speakers of the eve- 
ning were F. W. Stavely, of the en- 
gineering department of the Firestone 
Tire & Rubber Co.; J. S. Bushey, presi- 
dent of the J. S. Bushey Co., and J. E. 
Van Sant, service manager of the Paul 
G. Hoffman, Studebaker distributor of 
southern California. 


Wheel Alignment Discussed 

How to effect proper wheel alignment 
and ‘stop, premature tire wear which 
is bringing increasing complaint from 
users of all classes of motor vehicles 
was variously answered. Mr. Van Sant, 
as spokesman for the car distributor, 
was opposed to any adjustments to the 
front axle on the ground that it 
changed the manufacturers’ specifica- 
tions, and that this was dangerous prac- 
tice. He laid stress on his contention 
that failure to have tires properly in- 
flatdd’ is ‘pne of the pripcipal causes of 
‘prémature wear.; :On the other hand, 
Mr. Stavely, who read a paper prepared 
by J. E. Hale, head of the development 
department of the Firestone company, 
declared that in exhaustive tests made 
by Firestone engineers, the tires were 
properly .inflated at all times and yet 
various kinds of faulty tread wear re- 
sulted. | 


Must: Adjust Camber 

In reviewing the servicing of more 
than 24,000 vehicles by his organiza- 
tion, Mr. Bushey declared that in nearly 
every instance it was necessary to ad- 
just the camber of the front axle in 
order to permit the weight of the 
vehicle to be equally distributed over 
the wheels and tires. 





Hooey-ism 
A GOOD parts man never ob- 


jects to working overtime with- 
out pay, and expects to be docked 
when he és sick. 
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Gas, Oil and Hot Dogs—Drive In 


FTER looking the new Ford over 
carefully we are wondering who 
will tell the first “New Ford Joke” 
and who will produce the first new 
accessory. 
a 


The trouble with Europe is the 
horse-and-buggy idea, says General 
Motors officials. The sophisticates 
may now be able to account for the 
increase in exports reported by the 
makers of shoes for the walking 


Sex. 
x 


Burd company to expand. On the 
wing, so to speak, to greater things. 


Teacher: ‘Use ‘therefore’ in a 
sentence.” 

Mechanic’s son: “I like the new 
automobiles because of their four 


wheel brakes.” 
ee 


Euphrates Williams attributes 
his success in recovering automo- 
biles to his approach. In a deep 
voice he asks, “Do you believe in 
the hereafter?” On receiving his 
answer he continues, “Well, it’s 
your automobile that [’m here 
after.” 


It is reported that the new Ford 
was very enthusiastically received 
in Scotland. The location of the 
gasoline tank in front of the driv- 
er’s eyes is certainly a big sales 
advantage in that country. 


It is interesting to. note the 
number of cars this year that are 
regularly equipped with clocks. 
No doubt this is for the purpose 
of improving service by helping to 
time the engine. 

e 


With the elimination of the old 
Ford timer a sad development is 
noticed. It will result in a radi- 
cal reduction in the number of 
patents taken out on timers guar- 
anteed to double your gasoline 
mileage. 

@ 


It is reported that already 
there are 50 odd accessories de- 
veloped for the new Ford. And 
some of them are very odd. 


As one Scotchman to another, 
we wish you a Happy New Year 
for 1927-28-29-30-31, etc. 


“After reading the publicity and 
the first three or four advertise- 
ments about the new Ford car— 
and the complete specifications— 
I’ve almost made up my mind to 
turn in my Packard and get three 
or four new Fords. I have found 
the Packard a remarkably fine, 
comfortable car—but it won’t do 
some of those things,” says Odds 
Bodkins, in the December 14 issue 
of Advertising and Selling. 


We know there ain’t no Santa 
Claus but with piece work on earth 
there should be more good will to- 
ward repairmen. 


Enthusiastic writers have men- 
tioned that the new Ford rides 
comfortably over plowed fields and 
railroad ties. Now if they would 
just put on tires big enough to 
float them there would be no need 
of building any more roads or 
bridges. 

* 


The Speed King, Pete DePao- 
lo, is now a Reo salesman. How- 
ever, he will not have to pull any 
“fast ones” in his new profession. 








outlet. 


blind alley? 








John Cleary Says— 


An automotive dealer whose salesmen do not make calls 
early and late and often—in the face of the present keen 
competition from salesmen outside the industry—ts not an 


An outlet that does not “let out’ 1s only a blind alley. 


What are you going to be during 1928—an outlet or a 


Your retail salesmen will supply the answer to that question. 


Retail salesmen will be the key-men of the automotive in- 
dustry during the coming year. 
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Built 30 vears ago in Ottawa, Ill., to 
house a blacksmithing and horseshoeing 
shop, the building above, with the 
horseshoe-shaped doorway, now serves 
as an automobile repair shop. It—to 
voice an original, beautiful thought— 
epitomizes progress (ah-h-h-h!) 









Above is some more epito- 

mizing. The L & H Motor 

, Co., Hartford, Conn., state 

“il Hupmobile distributor, is sponsor 

of the L & H Aircraft Co., which 

is making a business of passenger 

yy transportation. Milt Gross usually 

: asks, “‘Ees dees a seestem?” and we 
ask, “‘Ees dees a trend?” 







More than 250 Noyes-Buick New England 
dealers boarded the special train at Boston, 


which took them to Flint, Mich., on a 
visit to the Buick factory. Similar 
scenes were enacted l over 





If you have pets and are fastidious about their conduct in animal society, 
you can assure them proper chaperonage by copying W. E. Borden, dog 


the country by Buick dealers fancier of Peekskill, N. Y. Mr. Borden uses a screen coop with a water- 
proof drop cover on the rear deck of his Pontiac to carry his pedigreed 
pups around 
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AGE I related my experiences 

with salesmen during the six 
months I had been in Philadelphia. 
I had intended to buy a new auto- 
mobile shortly after arriving here. 
Our family car was the only item in 
our belongings that we had planned 
to replace. 


During those six months 49 sales- 
men, representing 22 classifications 
of business, solicited me to buy. Il 
bought from some of them. 


Not one of these was an automo- 
bile salesman. 

I began to understand, then, what is meant by the 
“new competition.” This was not competition among 
automobile salesmen for my dollar, but competition 
from salesmen outside the industry to divert my auto- 
mobile dollar to the purchase of other commodities 
and service. 

This thought sent me back over the years I have 
owned automobiles. In the last 10 years I have owned 
nine automobiles, of five makes. My name has been on 
the automobile registration lists of four states—Penn- 
sylvania, Ohio, Michigan and Florida. 

During those 10 years I was 
asked to buy an automobile— 


|: the Nov. 3 issue of MOTOR 
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(500d Waiters. 


Belong in 
By John 


Two nights later, Lee Washburn, Nash salesman, 
called on me at my home. Two days later I received 
from his company the first of what is apparently a 
series of direct mail literature. And four nights after 
that he called again at my home to interest my wife 
and me in the purchase of a new Nash for Christmas. 

The sum total of the attempts to* get my automobile 


dollar—AFTER I had declared 
that I had that dollar to spend 








through the personal call of a 
salesman—a total of three times. 


was one letter and a catalog 
from a salesman who could not 


During that same period I was 
solicited—through direct mail 
campaigns—by four companies. 

Refusing to believe that my 
experience was the usual one, I 
went out and asked the first 
three persons I met how long 
they had owned automobiles and 
how many times they had been 
asked, in any way, to buy a Car. 


“| HE series of articles, of 
which this is the last, em- 
phasized the keenness of the 
competition that the automo- 
bile salesman is up against 


these days. It is not so much 


competition from other auto- 
mobile salesmen but from the 


salesmen of numerous other |]. 
commodities and services out- — || - 


side the industry. 


possibly hope to sell me, and calls 
from two salesmen in my own 
territory. 

In the meantime, the number 
of salesmen outside the industry 
who called on me to get part of 
that dollar was increased from 
49 to. 63, and the number of 


classifications from 22 to 27. 


And several of the original 49 





The first man owned cars for 
more than 25 years and had 





salesmen mada call-backs during 
the period that has intervened 

















never been asked, in any way, ~ 
to buy an automobile. He could | 
have been sold a car any time last year. 

The second man owned his first car only a few months. 
One salesman—of a very high-priced car—solicited 
him two years ago. He has been in the owner class for 
10 years, and would probably. have owned. several cars 
in that period if solicited. 

The third man had never owned an automobile and 
had never been asked by letter or word of mouth to 
buy one of any description. If I were a salesman I 
should consider him an excellent prospect. 

Still reluctant to believe this evidence, I extended 
the inquiry to a large list of automobile owners and 
others presumed to be owners. I have been publishing 
the replies to this mailed inquiry every week since. 
Those who have been reading these reports know that 
virtually everyone told the same story. Less than one- 
half of one per cent reported any activity on the part 
of automobile salesmen. 

What has been my own experience since I thus boldly 
exposed myself to automobile salesmanship? 

Six weeks after the first article appeared, Harry G. 
Tierney, a Stearns-Knight salesman, solicited me by 
mail from Cheyenne, Wyo. 

One week after that, Oscar Burkland, 
Auburn dealer, called on me at my office. 


associate 


since I made my first report. 


Think that over, Mr. Automo- 
bile Salesman, while you are reading the following ad- 


ditional experiences: 
] 10 nected with the sales organization of 
the Burroughs Adding Machine Co. in 
various capacities. I am relating this so that you will 
realize that my entire sales training was in a line of 
business where I had to go after every order I ever got. 
I would never have lasted a week had I used the tactics 
that are in vogue in the automotive industry, that is, 
of waiting for customers to come around and buy 
from me. : 

I have been in very close touch with the organi- 
zation of the National Cash Register Co., and other 
specialty sales organizations, and I have never known 
anything but to be driven all the time, that is, driven 
out after business, pulling door bells and digging up 
prospects. 


I have often marveled at the lack of initiative that is 


A Sales Manager 


For a period of 16 years I was con- 


manifested in every sales organization in the automo- 


tive industry. At various times, over the past 10 or 15 
years, I have made friends with a number of automo- 
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But Waiters 


Three different times since I have known my husband, 


(leary 
he has bought used cars, when he could almost as easily, 

bile dealers, salesmen and service men. I have, at and certainly should have, bought new cars. But no 
various times, given these men tips on red-hot prospects, OM¢ tried to sell him a new car. He had said that he 
and I have never seen any of them have enough energy WaS interested in a used car, and a used car was what 
to get out and go after a prospect as we had to go after he was shown. 
them in the adding machine business and as our men 
have to go after them now. ] ] 3 

During the past 10 years I have owned, I think, about 
seven cars. These were Fords, 
Buicks and Chryslers. Once 
upon a time a young fellow ap- = 
proached me in my office to sell 


owned various makes of smaller cars, buying 
each in turn because he was displeased with the 
old bus and some friend had the agency for the | 
new ones. I know he was never solicited by sales- 
man or mail to buy an automobile. During that 
period of time he owned one Overland, one Oak- 
land, one Briscoe, and last a Dixie Flyer. 
Once have I been solicited to buy an automo- 
bile. A young lady came into the office where 
I was working (she worked the entire building), 
and wanted to sell me a Ford coupe, a small pay- 
ment down and $5 a week thereafter. Local Ford 
company was doing its own financing (so she 
said). Upon discovering that I was not 21, she 
decided to come back and talk to me in six months time, 
when I would have reached my majority. The Ford 
dealer failed, and went out of business before the six 
months had expired, so I never owned a Ford. 


An Editor 
There is very little automobile selling 
done outside of dealer salesrooms. In fact 
recent personal experiences in- 
dicate that there is not very 
much done inside the salesroom 








me a Ford. He was. very 
pleasant, asked me if I wanted 
to buy a Ford, and when I told 
him no, he thanked me and 
went out. 

Since that time I have not been 
approached by a representative 
of the automobile sales organi- 
zation, and I rather imagine I 
never will be. 

I have often wished that I had 


HE experiences of a large 

number of owners seem to 
indicate that there is a very 
wide field for automobile 
salesmen to work in this year. 
Many who have given their ex- 
periences would have bought 
automobiles oftener if they had 
been solicited by salesmen. 
Many an order will be the re- 
ward of the salesman who goes 


either. I have been thinking of 
disposing of my Packard car and 
so as to get a general idea of its 
value I visited six different deal- 
ers representing as many makes 
of cars. In the Dodge place I 
stood in the showroom fully five 
minutes and then left as there 
was absolutely no one on the 
floor. In the Buick place I man- 
aged to get an appraisal of the 
car but left in the midst of a 





a crack at’ some automobile sales out after it. 


organization just for a little 
while, long enough to put a little 
dynamite under a bunch of those lishment I also got an appraisal 
birds that hang around the office waiting for someone and the salesman went to the extent of taking my name 
to come in and buy a car, but maybe if I got into that and address but I heard nothing further. In the Auburn 
business I might get like the rest of them. I don’t’ dealer’s the salesman gave me his card but did not take 


think so. my name. At another Buick establishment the man 
A Salesman made a real wholehearted effort to sell me a car, took my 
My early business experience necessi- "ame and later followed up with several phone calls. 
] ] ] tated a familiarity with the motor car to Therefore, out of six establishments I visited, there 
” such an extent that I have very seldom Was only one real sales effort made to sell a car. 
been sold. I usually have my mind definitely made up I have owned three different makes of cars during 
in advance.: This decision, of course, has been reached the past four years. The first was a Paige, the second 
through articles published in the form of advertisements ® Packard and the third a Buick. Outside of the call 
and news by the various automobile companies. from the Buick salesman, which was, of course, follow- 
- The first car I recall buying was a Knox and I went’ ing the direct lead by appearing in his establishment, 
from that through the lines of Appersons, Locomobiles, ! have only been asked once to buy a car and that was 
Thomas Flyers and to my present personal cars which by a Chevrolet salesman doing the door to door act. 
include a Reo sedan, Chevrolet coupe and a Ford. 
As I live in a small town and buy a different car each 
year, I am, of course, approached by every dealer in ] ] 4 
the town waiting to give me a demonstration or an un- 
heard of price on my old car. 


heated argument with the sales- 
man on an entirely irrelevant 
matter. In the Chrysler estab- 




















A General Manager 


Let me say at once that in no line of 
business is salesmanship at such low ebb 
as it is in the retail automobile field. [I 
; have owned automobiles for say 10 years, possibly a 
_A Stenographer little longer. My first car was a Chandler and it lasted 
Personally, I have never owned an me four years. My second car was a Cadillac, my third 


] }? automobile. From the time I was 12 years car was a Cadillac, my fourth and present car is a 
old to my eighteenth birthday my dad Packard. (Turn to next page, please) 
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BUT WAITERS BELONG IN RESTAURANTS 











CDOS 
I have received catalogs that was made by this 
and circular letters galore salesman of the Stutz or- 
from automobile dealers, An Editor ganization and his assistant 


but very, very few calls. 
Last March I bought my 
second Cadillac sedan. It 
was stolen two months 
after its purchase. As soon 
as I had notified the insur- 
ance company of the loss, I 
found I did not have all the 
information they needed 
regarding the car. Hence, 
I called up the Cadillac and 
finally got in touch with the 
salesman who sold the car 
to me. He expressed re- 
gret at my loss, promised 
to look up the information 
and send it to me, but made 
absolutely no suggestions 
whatever with reference to 
buying a new car or buying 
an old car to tide me over 
for two months’ period of 
grace before the insurance 


tion. 


more than a year. 








Although in almost daily con- 
] 15 tact with them for some 15 
years I have not been volun- 
tarily approached at my home or office, 
or on the street, by an automobile dealer 
or salesman who sought to sell me a car 


for my own personal use. 


Several years before I became a car 
owner I was automotive advertising 
manager of a large metropolitan daily 
newspaper in a city of 300,000 popula- 
My work made it necessary for 
me to visit motor row frequently. Aside 
from a few casual remarks that “You 
ought to have a Blank car to make your 
calls in,” no effort was made to sell me. 


Although my name has never been off 
the official list of registered automobile 
owners, no direct mail advertising from 
automotive dealers has reached me for 


was a lesson in salesman- 
ship. I knew more about 
the Stutz car, its selling 
features, its advantages, in 
the half hour that I spent 
in their office than I learned 
about any other car in my 
peregrination. 

Finally I purchased a 
Packard. 

However, let me _ state 
that out of the whole ex- 
perience the only man who 
did a real selling job was 
the Stutz salesman. The 
Packard man _ practically 
had the order handed him. 
I bought the Packard car 
on Packard reputation and 
not from any sales effort on 
the part of the salesman 
except that he was on the 
job in the final windup. 











money could be collected. 
He seem to be entirely 
barren of ideas or initiative in this direction. 


Finally after six weeks of the insurance period had 
expired, he came over to the house one evening and sug- 
gested the possibility of buying a second-hand Cadillac 
which they happened to have in the store and which 
they might take off my hands at the same price if I 
bought a new Cadillac. By that time, however, I had 
interested myself in a Buick, a Packard and a Stutz. 
In any event; since I had only two weeks to wait, I did 
not care to commit myself. He or the local manager 
should have been promptly on the job the day I notified 
them the car was stolen. 


During the two months when I was wn a car I 
made visits on my own initiative to the local agency 
of the Pierce-Arrow, Nash, Buick, Stutz and Packard 
organizations, also at another Cadillac and La Salle or- 
ganization to see if I could get any better sales service 
than had been received at the first 
place. Not one of them ever fol- 





The Buick people had the 
order within their grasp, 
but they were asleep at the switch. 

I have had considerable experience with retail sales- 
men of automobiles and I want to say that as a result 
of my personal experience, with one or two honorable 
exceptions, I know of no field or business in which re- 
tail selling is at such low ebb. 


Since my recent experience in buying a car, I have 
said to a number of friends both in and out of the auto- 
mobile business that never did I see anywhere in any 
line of business such colossal ignorance, apathy and in- 
difference as is displayed by retail salesmen of automo- 
biles. They seem to think that any kind of a high 
school graduate or young college graduate can sell cars. 
All they are anxious about is the social contact or the 
family contact-pulling wires to have a good word spoken 
for them. Based on selling effort I should have bought 
a Stutz car, but it was too much money for me to spend 

_at this time, but because of my ex- 





perience and my knowledge of the 





lowed up my first call. 


Stutz car, I am always going to be 





At the Buick place I positively 
was insulted by the indifference and 
incompetence of the man _ who 
waited on me. This man didn’t 
even know the prices at which the 
cars were being sold. When I left 
they did not ask for my name and 
address. 


I had the same experience at the 
Nash place and also at the Pierce- 
Arrow establishment. 


The only real Simon-pure selling 
effort that was made was done in 
the Stutz organization and you can 
tell the president of that company 
that he has a real live-wire and 
humdinger of a salesman in my 
home town. The supreme effort 


I have owned 


A Salesman 
] 16 automobiles for 

10 years. Dur- 

ing that time I 
have had four cars—two Hup- 
mobiles, one Nash and a Ford. 
During this time I have never 
been approached by an automo- 
bile salesman to the end of try- 
ing to sell me another car. Once 
in a while the man in the serv- 
ice station may mention it but 
I have never had an automobile 
salesman call on me or tele- 
phone me at my home. 


I have received general cir- 
cular letters from Buick and 
Hupmobile, none real, direct 
bids for a sale. 




















A Salesman 


a booster of that organization. 
Over r period of 
26 years I can truth- 


l 17 fully say that there 


have been very few automobile 
salesmen approach me with the idea 
of selling me a motor car. In the 
early days there were considerably 
more than there are now. 

I have owned cars practically all 
of that time and a great many dif- 
ferent makes. I have finally come 
to the conclusion, however, that the 
average automobile salesman is a 
man who is too darned lazy to do 
anything else. There seems to be 
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CVWORS 








very little interest as to 





whether my car is ready to 
trade in or whether I ever 
buy a car. 

In the last eleven years 
that I have been here I 
don’t think I have had more 
than two solicitations on 
motor car sales that came 
to me direct. I first of all 
had to show some _ indi- 
cation that I might want a 
car and even then most of 
the salesmen were not very 
live in following it up. 

It seems that the average 
dealer today is relying al- 
most exclusively on the 
customers coming into his 
place and buying rather 
than his men going out and 
selling motor cars. This is 
evidenced by the fact that 
‘practically all automobile 
Salesmen are very anxious 








A Salesman 


I have owned automobiles for 
] 19 13 years. 
Fords, three Metz, one Wal- 


tham, two Andersons and two Chryslers. 
Part of thc time I-was connected with 
car factories and car distributors, but 
during the past three years I have only 
been approached once to buy a car and 
that was by a Chrysler salesman who 
telephoned me to make an appointment. 


I am at the present time on the mail- 
ing list of four or five dealers but that’s 
all they do—keep me on the mailing list. 


We all say that the automobile industry 
has done a wonderful selling job but I 
am inclined to think that the car manu- 
facturer has done the real selling job, 
for all the dealer has done is to supply 
the man that the manufacturer directly 
or indirectly has created for him. 


telephone number on their 
own initiative. In the 
others I was not asked these 
questions but gave the data 
of my own volition request- 
ing that they get in touch 
with me by phone or per- 
sonally two weeks later. 
The two weeks passed by 
and a third week and no 
phone calls or visits. Dis- 
gusted with the lack of 
salesmanship in these or- 
ganizations I went to an 
entirely separate dealer 
with whom I was personally 
acquainted and bought a 
Pontiac without  prelim- 
inary negotiations. Never 
to this day has a single one 
of the 15 dealers called me 
or gotten in touch with me 
in any manner. 


I have had two 





A Writer 








to have what they call 
floor time. It evidently 
must be profitable for them because the most of them 
are fighting for this particular period. 

I know quite a number of automobile salesmen, how- 
ever, who are successful and they invariably do not care 
for floor time and are out working hard all day long 
which is, after all, the only real way to sell any real 


product. 
] ] s nine years. During this time I have had 
two Fords, one Chevrolet, one Chalmers, 
one ancient Peerless and a Pontiac in the order named. 
A peculiar fact in connection with my car ownership 
history is that I have never contributed to the used-car 
problem. I have never had a car to trade in as I have 
always sold my car before buying a new one. I would 
have been glad to trade in at times if some dealer would 
only have approached me. 
Only once during the nine years 
in which I have owned automobiles 


A Technical Writer 
I have personally owned automobiles for 





] 2 ] During the 

. past 16 years 
I have had seven automobiles to drive. Naturally the 
early machines belonged to the family so I do not re- 
call some of the details leading up to their purchase. 
I do know this, however, that of all the cars I have 
driven I have sold four of them independently while 
only two were traded in. In every case when I sold the 
cars to private individuals I received a greater figure 
than I had been offered in trade on new automobiles. 
I also know that in every case where we purchased new 
automobiles we had to ask the dealer to sell them to us. 


I remember particularly the first automobile that I 
bought on my own hook. I telephoned the Ford dealer 
in my town that I was interested in an automobile and 
he said, “All right, come on up and see me about it.”’ 
Inasmuch as a Ford was what I wanted and inasmuch 
as he was the only Ford dealer in town I was compelled 
to call upon him and when I gave him a deposit for a 
Ford sedan he told me I would be very fortunate if I 
could get it in 60 days. After 11 or 
12 months he took it in trade on a 








and been a prospect for a new one 


new Ford. When I went to trade 





have I been approached by a sales- 
man. 

When I came out to this city last 
March I did not have a car as I was 
anticipating purchasing either a 
new automobile in the low or middle 
price class or a used car of a better 
grade. About two weeks after I 
had been here I visited some 15 
salesrooms and outlined to a sales- 
man in each what I wanted in the 
way of acar. I told them I would 
want this car two weeks from the 
day I visited them, at which time I 
would be in a position to purchase. 

Out of the 15 or so dealers visited 
only three or four at the outside 
asked me my name, address and 


I have owned 
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an automobile 
for over 10 
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that period I have had four dif- 
ferent makes — Dodge, Buick, 
Wills St. Claire and Cadillac. 


I have never been solicited by 
an automobile salesman, at my 
house, over the telephone or 
otherwise. I have, of course, 
received certain pamphlets from 
different makers. That was be- 
cause my name was in the tele- 
phone book. 


In every case, when I was 
ready to buy, I had some diffi- 
culty in getting attention. 




















this second Ford in to the only 
Chevrolet dealer in town I was in- 
formed that the Chevrolet man was 
doing such a tremendous business 
that he could not consider trades 
so I had to step out and sell the car 
myself. Buying the Chevrolet also 
involved no salesmanship. As a 
matter of fact I should have been 
insulted by the way the dealer acted 
but I couldn’t do this as I wanted 
a Chevrolet. 





This is the ninth and last of a 
series of articles reporting the re- 
sults of my inquiry into the cold 
facts of automobile salesmanship. 
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Eddie Gets His Greatest Selling Kick Out of Whip- 
ping in His Toledo Establishment the 
Industry’s Step-Child 






































By Luke Hayes 


DDIE HOWE, Toledo, Ohio, is a “used car 
fanatic.” In other words, he would rather 
sell used cars than new cars. You see he has 
been selling used cars for the last 12 years, 
thinks it’s plenty of fun, and gets a lot more kick from 


selling them than he does from extolling the merits of ne — ae —_ 

the new cars which his company merchandises. Fag ge a e. 
The Leonhardt-Howe Co., for which Eddie does all hardt-Howe Co., Willys- : 

of his used car business, is admitted to be one of the Overland dealer, Toledo, O. 


outstanding automobile firms in northern Ohio. It 
is recognized by Willys-Overland, Inc., whose Willys- 
Knights and Whippets it sells, to be among its best 
merchants. 

Before going into our story, a brief sketch of Eddie 
Howe will prove of interest. He started selling auto- 
mobiles “way back in Louieville” so long ago that he 
just naturally dislikes to reveal when. From the very 
first he took a fancy to used cars, for he started sell- 
ing them a bit faster than the new cars, and naturally 
when this continued he switched and started selling 
them exclusively. 

A friend of his who moved to Toledo “sold him” on 
that city and so Eddie left the bourbon belt and 
located in Toledo. Shortly afterwards he secured a 
position with the Leonhardt-Geller Co., Willys-Over- 
land agency, as a used car salesman. He sold so many 
used cars and made such a record that he was made 
used car manager. 

When the time came, he was ready to purchase an 
interest in the firm. The name was changed to the 
Leonhardt-Howe Co., and he began the second stage 
of his career—that of a dealer. Now back to our 
story. 

Mr. Howe assumed the name “Eddie,” 
using it in his advertising, in his direct 
mail pieces and everywhere his name ap- . mse . 
pears. Everyone knows and addresses ) ce 
him as “Eddie.” Eddie is full of new | 4 


Right: Eddie in his 
element —selling a 
prospect 


DDIE HOWE started selling used automo- 7 

biles in the bourbon belt. He moved to 
Toledo and there buttered his bread by the 
same means. In fact, after spreading what 
bread he needed he had butter left, because in 
time he bought into the firm that employed him. 
And now, to parody a popular song, he’s “Crazy 
Over Used Cars, Used Cars.” This yarn will 
tell you how Eddie Howe sells them. 
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ideas. It’s these ideas that are helping Eddie to sell 
used cars, and his company to do more new car business. 

For instance, here is one of his ideas: During the 
National Automobile Chamber of Commerce show held 
in Chicago last February, Eddie obtained, free of 
charge, 800 picture post cards of the hotel where he 
was staying. These he sent to a carefully selected list 
of used car prospects in Toledo with the following 
message: “Having a great time at the auto show 
here.” Only the name “Eddie” was signed. 

Many Toledoans, who received the cards, scratched 
their heads trying to recollect what “Eddie” it was 
they knew who was “having a great time” in the Windy 
City. 

The returns from these post cards were miraculeus. 
For several months afterwards, folks stepped into the 
showroom. to tell him that they had received his post- 
card and to state that they bet he did have a good 
time. He has traced the sale of many cars directly 
to this familiar and friendly appeal. 

Shortly after he returned, a man and his wife 
were in the market for a good used car. Where to go 
and purchase such a car was a puzzle to them. Finally 
the wife suggested: “Let’s see Eddie. You know he 
sent us a post-card from Chicago.” Down to the 
showroom the couple went and before they went home 
that evening Eddie had sold them a sedan. 
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You probably realize that Eddie was using his head 
the day he sent out those cards. There are many other 
things that he does that originate with the judicious 
use of “gray matter.” We remember another which 
can be used by any automobile merchant. 

A short time ago when business began to fall off, 
Eddie and his partner, Fred Leonhardt, decided to 
ascertain if their friends were loyal. So each selected 
a list of friends whom he could call by their first 
names. To these friends each sent a letter over his 
signature in which he announced that he had bet that 
his friends were the most loyal. And also added that 
a little bet had been placed to prove the contention. 
The way to settle the argument, they said, was for 
their friends to send them in the names of persons they 
might know who were in the ‘market for an automo- 
bile. 

Again the returns were surprising. Eddie had 197 
letters returned to him with the names and addresses 
of from one to four prospects. Mr. Leonhardt had 
approximately the same number. 

Immediately upon receipt, the letters were turned 
over to salesmen who were given instructions to fol- 
low the tips. Sales took a noticeable increase and 
Eddie and his partner attributed the jump to the series 
of letters they had sent out. 

When Eddie takes a used car in as part payment 
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on a new car, he always takes a ride in it. “You 
would be surprised,” he says, “to know how much 
money this has saved me.” 

A used ear, he says, might have the smoothest 
running motor possible; it might “purr” just as quiet- 
ly as it is possible to “purr” when it isn’t pulling a 
load. But take it out and give it a good road testing 
and perhaps you will find that the rear end is noisy, 
and that the transmission needs fixing. Figure up the 
amount of money you save in a single month by tak- 
ing this precaution and you will find, so Eddie says, 
that it is enough to take care of a good portion of your 
overhead. 

Eddie has a used car mechanic whom he pays a 
straight salary to do the minor repairs on all used 
cars that he purchases. The larger repair jobs as 
indicated by the appraisal sheet, are turned over to 
the regular service department mechanics. When a 
used car is to be road tested, Eddie tells his mechanic 
to take it out. The mechanic does and on his return 
tells Eddie what it needs to be placed in good running 
condition. Then the work is ordered done. 

Having such a mechanic is a big help, according to 
Eddie. It enables Eddie to know offhand the true 
condition of every used car in stock at all times, be- 
sides saving him considerable time by having the me- 
chanie tending to details. Such a mechanic must be 
a good mechanic, Eddie says. He must be familiar 
with all makes of automobiles to the point of being 
able to road test them thoroughly and in an efficient 
manner. In addition to looking after the minor re- 
pairs, the used car mechanic, each morning, goes over 
every used car in stock to see that the batteries have 
the proper amount of water and that the tires are 
properly inflated. 

“There is nothing that will hurt the sale of a used 
car more than a run-down battery,” Eddie claims. 
“If a prospect climbs into the driver’s seat, steps on 
the self-starter and finds that it won’t budge, the 
chances are 100 to one that he will not purchase the 
car. 

“Appearance is the biggest item in selling used cars. 
They must look good. Say what you will, appearance 
counts the most.” 

Take tires as an example of the foregoing. If 
Eddie finds it necessary to put one new tire on a car, 
does he do it? He most certainly does not. He puts 
on four new tires (all seconds) and one of the old ones 
on the tire carrier as a spare. Then he takes a tire 
cover with the name Leonhardt-Howe on it and places 
it over the spare. 

“Second tires of well-known make,” he says, “can be 
purchased quite cheaply by the dealer. There is no 
use to bother with the lesser known brands of tires, 
because it doesn’t pay.” 

Eddie works on the principle that one new tire 
on a car with three old ones makes the older tires 
look bad by comparison, so that the prospect just 
“fades” away from the car. Putting on four new 
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tires does a world of good in helping to sell the 
car quickly. 

Tire covers with the name of the company on them 
is good advertising for the firm, according to him. 
The more cars a dealer gets on the streets carrying 
the firm’s name on the spare tire cover the more 
returns the dealer is going to get. It is a cheap way 
to buy good advertising. 

Further stressing the importance of appearance, 
Eddie avers that you can take two cars of the same 
make, the same type and the same year and place them 
side by each. The more attractive car is the one 
that will sell although it might not be in the best con- 
dition. The reason for this is that the average used 
car prospect believes that the appearance of a car is 
a good indication of its motor. A poor appearing 
car with a motor in excellent condition will never out- 
sell a good appearing car with a motor in poor condi- 
tion, in Eddie’s opinion. 

Eddie groups cars in the same price class. “There 
is no use,” he says, “in showing a prospect a $900 car 
when he can afford to purchase only a $400 car. It is 
equally bad to show a prospect a $400 car when he can 
afford to purchase a $900 car.” 

In the latter case, the prospect might decide to pur- 
chase the lower-priced car, thereby killing the sale of 
a higher-priced car. 

Eddie studies his used car market thoroughly. He 
knows what makes and types are in the greatest de- 
mand. Today he is doing his best to secure certain 
types and makes of used cars. His salesmen are 
soliciting owners who have the cars that Eddie wants. 

Perhaps you have already guessed it, but the Leon- 
hardt-Howe Co. is doing a mighty good new car bus- 
iness, and it is due to its ability to move used cars. 

“You’ve got to sell used cars now,” declared Eddie, 
“and if you are going to do this you must buy them 
right. Yes, I know this is old, old stuff, but it’s the 
truth. Use an appraisal sheet and road test your cars 
and then notice the results. 

“Using the appraisal sheet creates two points in the 
dealer’s favor. First, it shows the owner that you 
know the true condition of his car, and second, it 
shows him how much he will have to spend to put 
it in first class running condition. 

“T’ve used the appraisal sheet in the past, I’m using 
it now, and I’m going to use it in the future.” 

Eddie keeps a complete record of every used car 
that he sells, with the name and the address of the 
owner, the date it was purchased and the amount it 
was sold for. This file he uses for future business. 
All cars of the same make are grouped. 

When a used car is purchased by him, Eddie goes to 
this file and selects from among previous purchasers 
of the make taken in, the names of persons he believes 
would be interested in the car. Thus equipped he 
takes to the trail. Bang! go his arguments and another 


used car prospect has bit the dust. And Eddie carves 
another notch. 








Specifications and statistical data in next week's issue—the National Shows Issue of Motor AGE—will include 
the Passenger Car Serial Number Guide, Mechanical Specifications of 1928 Passenger Cars, Body and Equip- 
ment Specifications, Price Range and Table of Weights. 
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Erskine Now Made in 
“American Edition’ 


Has Larger Engine of 2%4-in. Bore 
and 414-in. Stroke. Is —Made in 
One Body Model—Two-Door 
Sedan—cAt $795 


By Athel F. Denham 


HEN the Erskine Six was first announced by 
V\ the Studebaker Corp. of America, it was char- 

acterized as an European type car. Realizing 
that the American public requires standards of per- 
formance, beauty and roominess not found in Euro- 
pean cars of low and medium price, Studebaker now 
announces an “American Edition” of this car, in the 
form of a two-door club sedan, listing at $795, or $100 
less than the former lowest priced model in the line. 
In spite of this decrease in price, performance is bet- 
tered, due to a large extent to an increase in bore; 
braking is sure with the full Bendix three-shoe brakes 
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Side view of the refined Erskine Six engine, showing the 
new Schebler carburetor. Note baffle plate used to pre- 
vent entry of dirt into the carburetor 


front and rear, and body dimensions have been in- 
creased materially. 

In appearance, except for the hood, which retains 
the Erskine lines in modified form, the body on the 
two-door job is entirely different from the former 
models. Belt lines are higher, cheat moldings along 
the bottom of the sides give an appearance of still 


‘lower height, and body corners are all well rounded. 


Built by Studebaker, this body was designed by Dietrich 
(Turn to page 40, please) 
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This “American Edition” of the Erskine Six lists at $795 and is the lowest priced car ever offered by Studebaker. Both front 
seats on the new Erskine club sedan are of the folding type, and are mounted on adjustable brackets. Note new instrument 


board and panel 
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FE. A. 
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At right is the 
author of this ar- 
ticle on salesman- 
ship. He is F. A. 
Oberheu, sales man- 
ager of United 
Motors Service 


ee ee 


an idea _ that 

they are sales- 
men simply because 
some company lists 
them as such, or be- 
cause they are active- 
ly engaged in calling 
on the trade. If a 
psychoanalyst might 
diagnose the case of 
many a man who is 
now engaged in sales 
work it no doubt 
would come to the 
surface that various 
men are engaged in 
sales work for one of the following reasons: 

1. Following sales work to see whether or not I 
really like it. 

2. Having tried out a lot of other things, such as 
factory work, following a trade, or working in an 
office, salesmanship seems to be next in line for me 
to try. 

o. Dissatisfaction with a regular grind of keeping 
exact office hours, or dissatisfaction with the type of 
work formerly carried on in stockrooms or warehouses. 

4. Salesmanship gives me a better opportunity to 
get away from my regular surroundings and places 
me on my own time to do as I see fit. 

5. After trying sales work, I find that calling on 
strangers and small town accounts is absolutely dis- 
tasteful to me, but I would rather continue this work 
than to admit defeat, or to return to the type of work 
that I would otherwise be obliged to do. 

The above are only a few of the many reasons that 
might be given by some men now following sales work. 
Usually when thoughts of this kind are in the back 
of their heads, they overlook entirely the many oppor- 
tunities they might have to make a closer study of the 
subject before coming to such definite conclusions. 

I cannot understand how a man can go on from 
day to day in a certain line of work without ever 
getting the idea that he could accomplish a great deal 
of good by studying various authorities that may have 
written books on the subject. On one hand, a lot of 
men working at sales work, simply fall into such a 


Gin E people have 
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q Such ts the Sound 
Advice of a Sales 
Manager, Who 
Argues That if a 
Man Prefers a 
Saxophone to 
Salesmanship He 
Had Better Make 


a Change Because 
it May Be a Long 
Time Before His 


Company Has a 
Band 


position. Some of the men 
graduate from the sales 
counter or from the stock- 
room, and some men simply 
get an inspiration that this 
would be a nice line of work 
to follow and then hire out 
as a salesman with some company. How can such 
men feel that the particular work they are doing will 
give them all of the information they might need? 
Lawyers, doctors and other professional men, such as 
engineers, do a great deal of work to prepare for their 
profession. When they get started in life, they remain 
keen students. A good doctor, lawyer or engineer does 
a good deal of reading, seizes every opportunity to 
listen to a good lecture, and many of them take special 
courses later in life, when they are more certain as 
to just what they want to know about some particular 
phase of their profession. 

Contrasting with the outline given above, there are, 
no doubt, a guilty lot who have never read a book, 
heard a good talk, or looked up a single authority on 
salesmanship. I am sure that most of this can be 
charged to a lack of interest, since I have met men who 
have given me every reason to believe that they will 
read things they are interested in. 

There is nothing more disgusting to me than to 
find a man who can take sufficient interest in a con- 
tinued story in Some magazine, but who will not closely 
follow a bulletin covering special sales features, or a 
new program for an article that he is supposed to sell. 

I recently had a talk with one of our men, and he 
asked me if I had read a certain continued story in one 
of the popular weekly magazines; advising him that I 
had not been reading these continued stories for some 
time, he gave me such a clear outline of just what was 
going on, that I am sure he would have been a life 
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saver to the magazine publishers in 
the event that the original manu- 
script had been lost, and they had to 
look for a man to rewrite the story. 
There was no need for me to read 
the story after hearing his explana- 
tion, and the surprising thing of 
it all was that he knew the story 
so well that he gave me his opinion 
as to what would happen in the remaining chapters 
that were to come through in the next few issues of 
the magazine. When I asked him whether or not he 
intended reading the remaining installments of the 
story he said he intended to follow them in order that 
he could see whether or not his analysis was correct. 

It just so happened that at the end of this story, I 
referred to the Sales and Service Manual that we have 
written up covering the Lovejoy line. I asked this 
man what he thought of this Lovejoy Manual and he 
immediately stated that he thought it was very good. 
I asked him whether or not he had read it carefully 
and he stated that he had “glanced through it.” Hav- 
ing had quite a bit to do with getting up these vari- 
ous pages, I decided then and there that he could not 
be very interested in the line, and I was furthermore 
convinced that he was not a salesman. Had this man 
been a salesman in any sense of the word, he would 
have known better than to tell me that he had favored 
United Motors by having glanced through the Love- 
joy Manual. His job with the company was to read 
these instalments of the continued Lovejoy story and 
if at all interested in the story to date, he had an 
opportunity to suggest what the future instalments 
of the story should be. 

In view of the fact that the average man can only 
be good at one thing at a time, I made up my mind 
that here was a good “continued story man,” but that 
we did not have the type and kind of story that he 
could be interested in. It might interest you to know 
that this man left our employ the following day and 
he is probably telling folks that he was dismissed 
owing to his intimate knowledge of a serial story in a 
magazine. The facts in the case, however, would indi- 
cate that he was not at all interested in our line. Bul- 
letins or General Letters that we are obliged to send 
out were in each and every case “just another bulletin” 
to him. He volunteered to furnish me with all the 
preceding copies of the magazine if I was interested 
in reading the story referred to, but he was unable 
to give me a definite reason as to why various pages 





v4 ‘to paper by Mr. Oberheu, who is sales manager of 

United Motors Service, was read by him at the recent 
convention of United Motors field men in Detroit. 
careful analysis of the various factors constituting good 
salesmanship, and his diagnosis of why so many fail in the 
\ sales field provides interesting material for thought. 
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had not been placed in their proper 
places in the Lovejoy Manual or the 
bulletin binder. When asked as to 
why he had not been able to furrich 
us with additional sales plans or 
suggest changes in our Lovejoy pro- 
gram, he had the very good reason 
that we had not furnished him with 
a desk. 

I know of men in sales positions who have six mis- 
erable days per week. The one big day of the week 
is Thursday, when they can get their new copy of The 
Saturday Evening Post. In fact, I have known of 
cases where a man would arrange to be in a larger 
city on Wednesday, in order that he could get his copy 
of The Saturday Evening Post one day ahead. Please 
understand that this does not mean that a man should 
not have a certain amount of time for “light reading.” 
In our company application blank, we have a line pro- 
vided for a man to show the periodicals or magazines 
he might read. You would be surprised to note from 
looking over many of these applications, how few 
people really have any idea why this line is on the 
application blank. 

The question as to just what a man should read, 
depends entirely upon his interest in a subject. It 
certainly should not be thought ridiculous if a musician 
should happen to read a book on the origin of the fiddle. 
Any man should be able to make better use of a violin, 
or know just what type of instrument to use if he 
had a better idea as to what it is all about. If a man 
is to spend the one and only life he is to live on this 
earth at sales work you might assume that he would 
want to know just a little more about the fundamentals 
involved. By this we do not mean that each man 
should immediately enroll in some correspondence 
school. It would seem only natural for a man to check 
over the opinions of various people who have been in 
sales work heretofore, read an occasional story on 
what the other fellow has to say, and then lay some sort 
of a program, as to just what plan he might care to 
follow. Too many men get the mistaken idea that by 
following a course of this kind it would be too much 
of a special favor to the concern employing them. 

In conclusion on this point, let me say that I am not 
in favor of becoming purely and entirely theoretical 
to a point where you may no longer be practical. The 
balance between these two extremes is the greatest 
thing to be desired in a salesman or a sales executive: 

(Turn to next page, please) 
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Did you ever stop to realize ( 
that when an executive pro- | 
motes a man from one job to 
another the executive knows 
full well that the man under 
consideration may not have 
had a great deal of experi- 
ence in the type of work the 
new job calls for. It is 
always well to know that the | 
man in question has made a 
good record in the type of 
work he has been doing in 
the past. It is most neces- 
sary for the executive to feel 
that a man has an adaptability 
and vision, foresight, and a willingness to adapt him- 
self to any kind of work. 

In addition to making a careful study of the work 
you are now doing, you might be surprised to find out 
the wonderful dividends paid by your spending some 
time to check over the other fellow’s duties. This will 
prepare you for bigger and better things. At any rate, 
never consider it a waste of time to learn a little about 
accounting and, above all, learn to handle men. 


I want to briefly outline a few points regarding sales- 
manship that I have learned over a period of 20 years. 
Some of these opinions are purely personal opinions. 


A good salesman must learn to sell both “up” and 
“down.” By this I mean that a salesman must not 
alone learn to take a proposition as presented and sell 
it to those concerns he calls on. This might be termed 
selling “down.” A good salesman should also be able 
to sell his value, ability and true worth, to the immedi- 
ate superiors with whom he comes in contact. This 
is what I call selling “up.” I have found excellent 
salesmen in either classification, but I have been un- 
able to find many well-balanced salesmen that could 
sell both “up and down.” 


On one hand, we have the salesman that is a good 
plodder, can take any line of goods and the program 
you hand him, and can make a good job of it. He is 
never able to impress anyone with his ability, and if 
he has any other ability no one would ever find it out 
unless by chance he were telling it to his wife, or to 
the corner policeman. 


On the other hand, there is the fellow who is the 
most wonderful salesman in the world and is ever will- 
ing to spend hours of his time, to prove how good a 
man he is. You can either call this selling “up,” or 
it might be termed “sticking the head into the grand- 
stand.”” Some men of this type have actually sold an 








executive so thoroughly that a special position was 


created simply because there may not have been a 
suitable position ready for the man when the “sale” 
was made. Few if any cases are on record where a 
man of this type would continue to hold his job purely 
on his merits. This type of man is seldom able to 
keep up the bluff that he might be able to put up at the 
time of making the sale. 


One of the greatest shortcomings among salesmen 
always has been a lack of willigness to make decisions. 
No doubt, all of you know the old expression used by 
salesmen for a thousand years, “I will take it up with 
the house.” The man that cannot make a decision will 
have nothing to boast about, if at some later date 
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CANNOT understand,” says 

Mr. Oberheu, “how a man can 
go on from day to day in a certain 
line of work without ever getting 
the idea that he could accomplish 
a great deal of good by studying 
various authorities that may have 
written books on the subject. A 
good doctor, lawyer or engineer 
does a good deal of reading, seizes 
every opportunity to listen to a good 
lecture, and many of them take spe- 
cial courses later in life.” 
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he can only say that he has 
7 not made any mistakes. In 
nine cases out of ten a man 
of this kind will create the 
impression in the minds of 
his superiors that he lacks in- 
itiative or that he is unable to 
assume responsibilities. 

We might again consider 
that matter of a man being 
really interested in every 
phase of the business. I 
have always found that one 
SP of the greatest things in 

salesmanship is to become in- 

terested in the other fellow’s 
problem. In the old days, many a salesman made a 
great hit by giving a dealer a good remedy for the 
baby’s croup. It is all very well for you to give a 
dealer a good remedy or a one-night corn cure, but if 
you find he is interested in fishing or golf, may it not 
be equally well for you to spend half a day or a day 
with him to show how good you are at these sports? 
We would far rather suggest your showing a service 
station our plan for paying mechanics, a better way to 
arrange stock, or, if possible, take interest in his floor 
plan, cleaning up the garage, or a better way to attract 
the trade by window trims, or help him write an oc- 
casional circular letter to his trade. 


A good man helping a dealer along these lines has 
in mind the selfish motive of improving his own mind 
and position while helping the dealer. If I were call- 
ing on a dealer regularly and were unable to teach him 
business-building methods, or could not show him ways 
and means to improve his own bank account, I would 
consider myself a failure. If on the other hand, I 
could be of assistance to this man and could trace 
some of his results to my efforts, I would be willing 
to gamble that he could not possibly purchase else- 
where the material which I might be able to offer him. 


In outlining this phase of salesmanship, I can abso- 
lutely assure you that I speak from experience. The 
mere fact that you or I may not be meeting with the 
results we might like, does not justify our letting down 
in our efforts or quitting the job. Be just a little more 
willing to assume that there must be some shortcom- 
ings on our part, rather than to immediately condemn 
the dealer as the type of fellow that does not “get the 
story.” Always remember that if a lot of people were 
as smart as we would like to have them, there is just 
the bare possibility that we might not be calling on 
them in our present capacity. This test as outlined 
will give you a splendid opportunity to find out whether 
or not you are a good man. 


At this point, let me state that the old idea of a 
salesman being born and not made is most ridiculous. 
To be a success at anything, makes it necessary for us 
to be truly interested in that type of work. About 
the only reason that some men hang on to sales work 
is because sales work might seem to fit in better with 
their present scheme of living. Let me put it this way: 
If a man would rather be a saxophone player than sell 
goods for United Motors, he had better make a change 
at some early date, since it will no doubt be quite some 
time before we have a United Motors band. 

Start out as though this is to be a new day with you. 
Be a real salesman or quit. 
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He Moved 
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‘Lires With 


a Movie Vie-up 


Philadelphia Tire “Dealer “Demonstrates the 
‘Ualue of Being on the Alert 


UBBER TIRES” was made to order for William 
R Sutcliffe, tire dealer at Front and Courtland Sts., 

Philadelphia, although it is rather doubtful if 
Harrison Ford or Bessie Love knew of it when they 
were making the moving picture of that name. But, 
Mr. Sutcliffe possessed the initiative, sense of adver- 
tising values and imagination in sufficient proportions 
to realize that “Rubber Tires” offered him the oppor- 
tunity he had long sought to advertise his rubber tires. 
So he got together with the theater owner and found 
that the idea was reciprocal. He showed the theater 
manager how advertising rubber tires would help ad- 
vertise “Rubber Tires” in a very unique way—if you 
get what we mean. 

That sounds like an awful mess—maybe we can 
straighten it out. The fact is that William Sutcliffe 
assembled a number of his most attractive sizes in auto- 
mobile tires, along with attractive tire inserts, in front 
of the Felton Theater in Philadelphia, while the film 
play “Rubber Tires” was being shown. The fact that 
“Rubber Tires” is rather an unusual titie for a picture 
and suggests intriguing possibilities, and that a num- 
ber of tires of a well-known brand were displayed—of 
all places—in front of a theatre, certainly attracted 
attention. Not only to the tires but to the title of the 
play and the actors who were playing in it. It was a 


fine example of ideal teamwork and it went over big 
for both the tire dealer and the theater manager. 

But Mr. Sutcliffe did. not stop at displaying his tires 
in front of the theater. During the two performances 
of that day he distributed 3500 blotters to theater 
patrons that explained the qualities of his tires and 
his service at his place of business. ‘Distributing the 
circulars was a fine idea, but Mr. Sutcliffe made it more 
effective by making sure that the patrons of the theater 
got his blotters when they had the time and inclination 
to read them—those idle, rather impatient moments 
before the show starts, when one is glad for any 
occupation. 

The theater manager liked the idea and declared that 
it helped business. He invited Mr. Sutcliffe to come 
again. Of course moving picture producers do not 
often pick a title for a picture that fits in with the 
plans of tire dealers and theater managers to such a 
reciprocal extent as “Rubber Tires,” but that fact makes 
the novelty all the greater in value—too many such 
stunts would soon become commonplace. However, it 
requires a quick and keen perception of advertising 
values in a tire dealer and real ingenuity in working 
it out to make such a scheme effective when the oppor- 
tunity does come along. 

It is up to dealers to be on the alert. 
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1928 Chandler Series 








Body Refinements and New Color 
(ombinations Are Innova- 


tions in Eight and 


Soe 


The new Invincible sedan on 
the Chandler Special Six 
chassis 


Another new body model in the Chandler Special Six series, 
the cabriolet 


HANDLER offers a number of new models in the 
C Royal Eight, Big Six and Special Six series. 

Lower body lines, refinements in construction, dis- 
tinctive custom design touches, new appointments, new 
style fenders and a wide range of color harmonies fea- 
ture the 1928 Chandlers. 

The price range is from $995 f.o.b. factory for the 
Special Six sedan and touring car to $2,195 for the 
Royal Eight seven-passenger sedan. 

There are three new models in the Royal Eight 
series. These are known as the five-passenger sedan, 
seven-passenger sedan and cabriolet. Both sedan mod- 
els have lower bodies with redesigned contours. These 
new cars have the new style cadet visor. Distinctive 
belts in combination with unusual color harmonies pro- 


The Chandler Royal Eight 
seven-passenger sedan, show- 
ing the body refinements in- 
corporated in the 1928 Royal 


series 





vide an attractive ap- 
pearance. 

The interiors of both 
the sedan models are up- 
holstered in blue-grey 
mohair, with the option 
of broadcloth at addit- 
ional cost. Hardware is 
bronze-finished, and the 
other features include a 
vanity and smoking set, 
toggle grips, circassian- 
finished instrument 
board with instruments 
grouped in bronze panel, 
cigarette lighter, emer- 
gency lamp, electric ignition lock, light control from 
the steering wheel, circassian-finished window moldings 
and door panels. 

The cabriolet seats three passengers in the driver’s 
seat and an extra two in the rumble seat. The 
upholstery is Spanish leather. 

The other models of the Royal Eight series, a tour- 
ing car, four-passenger coupe and country club coupe, 
incorporaté similar advantages as previously mentioned 
with the Royal Eight series. With the regular four- 
passenger coupe, the seat opposite the driver folds for- 
ward when not in use, whereas with the country club 
coupe a single, straight driver’s seat accommodates 
three passengers. Both of these models have liberal 

(Turn to page 40, please) 
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One dealer very effectually called 

his customers’ attention to their 

need of chains by making this snow 

man. It got attention and he got 
the sales 


By C. Edward Packer 


with strong northwest winds. 

The weatherman has not quit his job, though 
in some sections he is a little behind in delivering his 
winter goods. 

Drifting snow, icy pavements, rutted roads, will catch 
many motorists unprepared. 

It is then that they will rush to you to buy in the 
course of a few hours what they should have been 
purchasing over a period of a few months. And they 
will find many dealers as unprepared as they. 

But dealers who are foresighted anticipate this an- 
nual rush to buy chains and prepare for it. Other deal- 
ers grudgingly place a dozen sets of chains on their 
shelves and then wonder why the fellow down the 
street, who buys them by the gross, is so popular when 
the bad weather finally breaks. 

We have seen dealers who were outstanding in every 
other way, but who for some reason always felt that 
because there hadn’t been any really bad weather so 
far each winter, there was not going to be any. 

Somehow by 9 o’clock on the morning after a heavy 
snowfall the service department and parts room of 
such dealers is filled with indignant customers con- 
demning all things in general and the dealer in par- 
ticular because their cars were about as useful as a 
bathing suit under the circumstances. 

While putting the chains on your shelves is the first 
step, that is by no means the last step in realizing 
profits on even this kind of merchandise. Surely, days 
come when car owners will actually come in and take 
this kind of material away from you, but it is far 
better to have a regular chain campaign at this time 
of year. 

The men in the service department should be in- 
structed to ask each customer if he is prepared for 
wet, icy or snowy roads. True, some owners will laugh 
this off. However, before the season is over, the 


R ‘vi tonight turning to snow; colder tomorrow 
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a) Zhe Annual Chain 


to (Jommence 


All Up and Down Snow -Blanketed 
Sections They Will Rush to Make 
the Purchases That Will Insure 

Safe Driving. They Must 
Find Dealers Prepared 


This dealer has con- 
vinced even the girls 
that putting on chains 
is no difficult job— 
and well worth while 


Here is one type of 
chain designed to 
prevent a skid in any 
direction. Note _ the 
horseshoe-shaped side 
which is in contact 
with the road, also the 
smooth side that goes 
next to the tire 


chances are that the laugh will be in the other direc- 
tion and this very man will be the one who is clamor- 
ing the loudest for a set of chains. Other owners will 
appreciate the tip and take the advice, and, what is 
more important—take the chains also. 

It is not always possible for your customers to get 
to you in an emergency. This means that they will 
either be deprived of the use of their cars, or will 
endeavor to get their chains elsewhere. Either result 
is a direct loss. 

Don’t hesitate to urge your women customers to buy 
chains. Some may object that they cannot put them on. 
In fact some men will raise this objection, but the in- 
stallation is really simple when properly done. 















~~ 




















om, 5 





am ——r— 














December 29, 1927 


Gane Frolic 


Oe. SNe 


—_- 





No jacking up or heavy work is necessary. Merely 
drive the car forward or backward about 9 ft., so as 
to make a track on the pavement or floor. Then lay 
the chains on the impression on the floor. This will 
assure perfect centering of the chains with the tires. 
Then drive the car half-way over the chains, pick up 
the two ends and link them together. This little 
explanation has sold many a set of chains to a customer 
who feared the difficulty of installing them. 

But even then the sale is not always closed. “Possibly 
I will be lucky this winter and not need chains,” the 
prospect may think. Without mentioning the reason 
for so doing, just ask your customer if he ever noticed 
how slippery rubber heels were when walking on wet 
pavements. There is no doubt that this condition has 
been noticed. Then ask him what chance a tire has 
to hold when it is suddenly necessary to turn or stop 
on a wet or icy pavement in order to avoid an accident. 

If chains are too “expensive” for your customer, 
remind him that a new fender, new radiator, or other 
parts may cost many times the price of a set of chains— 
and failure to be able to stop may be even more serious 
with possible damage suits for personal injury. 

Of course, most dealers gladly put chains on free 
for their customers—at the time of purchase, or at 
any time that they care to drop in. Such little courte- 
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‘WEED TIRE CHAINS. 
PUT ON FREE | 
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Even though chains 
are not difficult to in- ck ee a Gao 

stall, the offer to put bie panic Safety Movemekn | 
them on free helps — ' 
sales. This display, 
plus the offer, helped 


business 


Nee 


Ht bidder 


sles as putting the 
chains on_ prevent 
the customer from 
putting the _ pur- 
chase off. 

It is too much to 
expect your jobber 
to carry your entire 
stock for you up to 
the instant that you 
need it. Peak chain- 
selling weather has 
appeared in several parts of the country already, but 
the big snows-the big chain sales—and the big 
profits—are right ahead. While the tinkling of sleigh 
bells is almost a thing of the past, the tinkling of 
chains is a still sweeter music as it sings its song of 
continued safe motoring and continued winter busi- 
ness. 
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NEW CLOSED CARS IN 





storage space in the rear 
deck. 

New fenders of wide 
erown design are on all the 
Eight models. Nickel-plated, 
bullet-tvpe head and cowl 
lamps replace the head and 
cowl lamps previously used. 

To aiford those who desire 
the advantages of the dis- 
tinctive appearance of the 
Royal Eight five-passenger 
sedan and seven-passenger 
sedan on the Big Six chassis, 
Chandler has introduced the 
Royal Six five-passenger se- 
dan and the new seven-pas- 
senger Six sedan. The Royal 
Six five-passenger sedan and 
the seven-passenger Six se- 
dan incorporate the exterior 
body characteristics and in- 
terior appointments together 
with identical upholstery as 
are found in the Royal Eight 
series models of this type. 
Horizontal hood louvres are used with these models, as 
is the case with the Royal Eight series. The same type 
of crown fenders has also been adopted. They are 
now priced at $1,695. 

Included in the Special Six series are two entirely 
new models. A five-passenger Invincible sedan, and a 





(Continued from page 37) 


Instrument board and front compartment of the 
Chandler Royal Eight sedan 
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1928 CHANDLER SERIES 





cabriolet. Included are new- 
ly designed bodies, new color 
combinations and _ nickel- 
plated, bullet-type head and 
cowl lamps, an electric ig- 
nition lock, light control 
from the steering wheel, 
gasoline gage and new in- 
strument board. 

Greater power has been 
achieved in this _ series 
through the adoption of a 
larger motor with a bore of 
34% in. by 414 in. stroke. 

The Invincible sedan lists 
at $1,065. This model in- 
corporates a cadet-type visor. 
Attraetive moldings and 
window reveals set off its 
body color tones. The in- 
terior of this model is fin- 
ished in mohair with cir- 
cassian instrument board, 
window moldings and door 
panels. The rear seat has 
arm rests. 

Selling at $995 f.o.b. factory in this series is the 
regular Special Six sedan, which will continue to retain 
the sun visor integral with the roof. The Special Six 
coupe is priced at $1,035 f. o. b. factory, while the 
rumble seat coupe lists at $1,135. Landaulet irons are 
featured with the rumble seat coupe and cabriolet. 





Erskine Now Made in “American Edition” 


(Continued from page 31) 


and is finished in sable and fawn body colors, with 
pin striping in red and gold, and maroon wheels. 

With the bore of the motor increased to 234 in., giving 
a rating of 18.1 hp. according to S.A.E. and N.A.C.C. 
formulas, with a piston displacement of 160.4 cu. in., the 
adoption of a Schebler 1-in. air valve type carburetor, 
and changes in the manifolding and combustion cham- 
ber design, a material increase in accelerating ability 
and top speed has been effected. Studebaker engineers 
state that these models will provide a top speed in ex- 
cess of 60 m.p.h., actual clocked speed. 

That the increased power available due to these 
changes has not been translated into speed alone, is 
evidenced by the fact that the same rear axle gear 
ratio of 4.78 to 1 is retained. On the other hand, 
the rear axle has been improved in design. Bearings 
are larger and the tread is wider. With the latter, 
change, frames have been widened 4 in. at the rear, 
this change enabling the new body to be built on a 
roomier basis. 

As a result of the higher speeds now possible with 
the Erskine, and the increased power developed, re- 
quiring more cooling, the radiator has been enlarged, 
with the water capacity increased 12 per cent. This 
change indirectly also affects body lines, the larger 
shell being in proportion to the larger bodies, permit- 
ting a better blending of hood and body lines. 

The brakes have 11l-in. drums, taking 114-in. width 
lining, and are actuated both by the brake pedal and the 


emergency lever, there being no additional brake pro- 
vided for the hand lever. 

Wheelbase is retained at 107 in., although the roomi- 
ness of the bodies does not give the impression of so 
short a wheelbase. As a result the car can turn around 
in a circle of only 36-ft. diameter. For easy steering 
the ratio is now 18 to 1. Riding quality has been bet- 
tered by softening the action of the springs. 

It is in the bodies, however, that the biggest changes 
have been effected. Overall length inside the body has 
been increased 114 in., which, taken with the adjustable 
individual front seats, now provides ample leg-room for 
the tallest. Sideways, seat widths are increased 3% in. 
at the rear, and 2% in. at the front. Adjustability of 
the front seats is provided by the use of three holes in 
the seat mounting bracket, enabling a total movement of 
2 in. Head-room also has been increased 1% in. 

Upholstery is in velour. Dome light and remote door 
controls are standard. Wider doors make access easier 
to the rear seat. There is an attractive, new instru- 
ment panel recessed in the instrument board, the latter 
being lacquered to match body colors. The panel car- 
ries a hydrostatic gasoline gage, in addition to the usual 
instruments. Throttle, spark and headlight control 
levers are mounted above the steering wheel. On the 
steering column there is also a coincidental steering 
and ignition lock. A cowl ventilator is provided and 


the radiator filler is equipped with an ornamental filler 
cap. 
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eA Standard Layout for a Sales 
and Service Building 


By Tom Wéilder 
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There is almost no waste space here but still there is no crowding as there would be in a 50-ft. building 


E are dealers for the Willys- 

Knight and Whippet automo- 
biles in Alhambra, California, a 
city of about 30,000 population and 
are thinking of building a new sales 
room and service department. The 
size of the lot that we desire a plan 
for is 60 x 100 ft. on a corner 
with the 60 ft. being the frontage. 
The sketch shown will give you an 
idea of the position of the lot. 

The following is a list of depart- 
ments we would like to have out- 
lined in the plan and if there are 
any suggestions in addition to the 
following they will be gladly re- 
ceived: 1. Showroom with space 
for four or five cars. 2. Three en- 
closed offices, and one small, open. 
3. Stockroom, parts, tires, etc. 
4. Wash rack, grease rack and 
space for oil drums. 5. Shop 
benches, service floor. 

We understand that there are 


other items that should be consid- 
ered but all that we really want is 
a general idea as to the arrange- 
ment of these departments. — 
Swinger Auto Co., 22 North Gar- 
field Ave., Alhambra, Cal. 


HE size and shape of your lot is 
very well suited to your purpose, 
the location on a corner, too, is 
ideal. If there is an alley, a car en- 
trance can be had at the rear and the 
space of the side entrance can be saved, 
but if you do not absolutely need more 
space, it is best as is. 

If you could get along with a little 
less showroom space the accessory and 
parts stock could be moved forward and 
made into a long slim room or space, 
not necessarily enclosed, extending 
from the window display to the rear 
showroom wall. A 10 ft. strip would 
allow ample space for stock and office 
toilet and still leave 50 ft. for show- 


room. The stock room space shown 
would then serve as storage space with 
shop toilet against the wall in the cor- 
ner forward of its present position. 
The shop and garage is very well bal- 
anced generally and the whole plan is 
very good for average conditions. Your 
service seems to require more than 
usual equipment for special work and 
it might be well to sacrifice one of the 
repair spaces, adding it to the space 
devoted to equipment and special shops. 
While the window spaces have been 
given to the service department, cars 
and equipment will shut out most of the 
light and at least three skylights should 
be placed along the back side of the 
garage to light up the washrack, grease 
rack and the rear of the cars in service. 
The washrack will serve as two serv- 
ice spaces when not in use. One of 
the new types of lifting grease racks 
is recommended rather than a pit. A 
rack with incline would be too long. 














The Latest in Equipment for 








Tire Inspector 


HIS unit is air operated and will 
quickly and easily spread tires for 
inspection or repairs. A single valve 
causes the tire to open or permits it 





to close and the machine can be stopped 
instantly in any position. 

Made by Kellogg Mfg. Co., Rochester, 
N. Y. The complete unit lists at $43. 





Electric Bench Grinders 


EN exclusive features of the 
Weidenhoff “Whirling Wonder,” 
6-in. and 8-in. electric bench grinders 
are: 1. Heavy duty, fully enclosed, 
dust-proof motor. 2. Dust-proof sleeves 
on shaft to protect bearings. 3. Wool 
packed, dust-proof bearings. 4. Quick 
break switch mounted to minimize 
trouble from dust. 5. Wide bearing 
base. 6. Low center of gravity. 7. Base 
provided with tapped lugs on under 
side for use in mounting on bench or 
pedestal. 8. Wheel guards of rigid 
construction. Two emery wheels in- 
cluded. 9. Work rest adjustable. May 
be kept close to wheel as same is worn 
down. 10. Base constructed so that 
long pieces can be ground in vertical 
position. 
List price, 6-in. grinder, $49; 8-in., 
$110 when furnished with motors for 
operation on 110-volt and 60 cycles. 





Made by Weidenhoff Products, 43852 
Roosevelt Rd., Chicago. 





Engine Heater 


N electric automobile engine heater 
that takes the place of the lower 

hose connection is being produced by 
the Durkee-Atwood Co. of Minneapolis, 
Minn., and is sold at $6.00. This item 






TO LIGHT SOCKET 





Oo 


DURWOOD HEATER 


is designed to keep the engine warm 
and to facilitate starting after car has 
been standing in the garage, a cord 
being supplied for attaching to an elec- 
trie light outlet. Made in two sizes 
to fit every make of water-cooled car. 





Compound Remover 

HE Besco improved battery com- 

pound remover is made of one 
piece, solid copper. The same principle 
for retaining heat to the point of re- 
mover is used as on an ordinary solder- 
ing iron. Will retain heat enough for 
opening five batteries without reheat- 





ing. The tapering point and remover 
is % in. thick permitting the removal 
of compound between cover and box. 
List price, $1. 

Made by the Battery Equipment & 
Supply Co., 1638 S. Wabash Ave., 
Chicago. 


Hydraulic Press 


N bringing out a line of hydraulic 

presses the Weaver Mfg. Co. of 
Springfield, Ill., has kept in mind con- 
venience, adaptability and _ rapidity. 
Adjustable bolster brings work quickly 
against ram, doing away with compli- 
cation and making adjustment con- 
venient for any size job. Two large 
receptacles in either end of the bolster 
plate provide space for extra parts. 
The end of the ram is provided with 
hardened tool steel thrust block 214 in 





in diameter so that it will not batter 
up. The heavy return spring to 
plunger is arranged on the inside, giv- 
ing it a neat appearance. The ram is 
provided with high grade leather pack- 
ing and the packing can be expanded 
by turning plunger. 

A new feature is provided on the 
lower end to prevent any dripping, 
which consists of a drip ring that holds 
possible leakage. When pump is op- 
erated any accumulation of oil in ring 
is drawn back into pump reservoir. 





Machinists’ Vise 


HE effective swivel base of these 


machinists’ vises allow them to be 
swung quickly and clamped in any de- 
sired position. All sizes larger than 
4% in. are fitted with two swivel 
clamping nuts. 


Made in sizes varying from 2 in. to 


8 in. jaw width. List price, $10.50 to 
$98. Made by the Columbian Vise & 
Mfg. Co., Cleveland, Ohio. 
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Reseating Reamer 
ESIGNED for reseating valves on 
| practically all cars and _ trucks 
having detachable head engine. The 
set contains four universal valve seat 


Alvord-Polk Tool Co.) # 
: SBecckvecg, Semon Ps 
eo. 61G Universal 
Vaive Seat Reamer Set 





















reamers and 10 pilot stems. List price, 
$42. Manufacturd by Alvord-Polk Tool 
Co., Millersburg, Pa. 





Alignment Jig 


HE Swartz pis- 

ton and connect- 
ing rod alignment 
jig is a tool of 
simple, sturdy con- 
struction that will 
appeal to the engi- 
neering and wme- 
chanical sense of 
those experienced in 
motor car recondi- 
tioning. It is care- 
fully cast and the 
1% in. arbor is ma- 
chined accurately, 
forming a_ perfect 
square with the face 
of the column. 
Guaranteed to be 
accurate within 
*) .0005 in. List price, 


Made by Swartz Mfg. Co., Freeport, 
Ill. 





Cylinder Gage 
HIS gage does not have the char- 
acteristic dial but instead has an 
easily read straight line scale over 
which a sharp pointer passes. No 
gears are used in actuating this pointer 


and wear has no effect on the accuracy 
of the reading. By means of a simple 
adjustment made with a knurled thumb 
piece the size of the gage can be 
changed to fit any cylinder within its 
range. 

At $12.50 the gage is supplied in a 
nicely finished wooden box with two 
contact pins giving a range of 2%: in. 
to 5in. Extra contact pins to increase 
the range of the gage are available at 
50 cents each. Made by the Fleming 
Machine Co., Worcester, Mass. 





Tire Spreader 

NY size tire, including 9-in. truck 
size, may be spread by a single 
movement of the lever of the Perfec- 
tion tire spreader. An ingenious, in- 
stantaneous locking device makes it 
possible to lock this tool at any posi- 
tion desired for the purpose of repair. 
All movable parts are made from 
malleable castings and the tool should 




















Z 


nein 
'i7 >. 
~~ *, 
a . Z re hi ee 
y. 7 | 
9 ile 
Vy : Nese 
VV, weed x 
Vy . I — . 
YY Maximum Spread - Y 
Yi . ed Gh Yy 
YY, 10-inches =;--—>V/, 
Vy 4 ON an i Yi f 
YY , yy 
Yy Vf, Vi UU, 4 if, Shi hdd V4 WYY fy 
CG YYYY@@e@Uvvciy)- i); 
Yy YW f yy yyy 
"yy UY Yj Uff Uy Yjfy 


4, 
YUjjj, 


last indefinitely. List price, $4.50 each; 
$8.25 per pair. Manufactured by Vul- 
canizers Material Co., Grand Rapids, 
Mich. 





Pliers 


ESIGNED especially to remove 
nuts that are badly corroded. 
Made of drop-forged high carbon steel 
and the 7-in. arm gives strong leverage 
without bending or breaking. The thin 
jaws are convenient for getting into 





tight places and the slip-jointed ar- 
rangement permits four different size 
openings. Nickel-plated and packed 





individually. List price, $1. Made by 
the Battery Equipment & Supply Co., 
1638 S. Wabash Ave., Chicago. 





Expanding Chucking Reamer 


Se = 3 * 





HIS reamer is made to 
meet the heavy demands 
of modern production methods, 
sturdy, rugged and built for 
service. When worn below size, 
it is only necessary to expand 
it slightly and regrind it. Fur- 
nished with either straight or 
Morse paper shank. List price 
varies from $3.75 for the % in. 
size to $18 for the 2-in. size on 
straight shank reamers, while 
on Morse paper shank reamers 
the price varies from $4.25 to 
$19.80 for the same size. 
Made by the Morse Twist 
Drill & Machine Co., New 
Bedford, Mass. 
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Rear Deck Trunks 


HE Superior trunk is made entire- 
ly of steel and the cover is mounted 
on a full-length piano hinge. Weather- 
strips make the trunk water-and-dust- 
tight and all hardware is heavily nick- 
eled. The Superior is supplied in lac- 
quer finishes to match popular body 
colors, or in black enamel. 
Made by Superior Motor Products 
Co., 465 York St., Detroit, Mich. 





Condenser 


HE Niehoff All-in- 

One condenser is so 
designed as to make it 
possible for the smaller 
repairman who cannot 
afford to carry all the 
various make of con- 
densers to serve his 
trade and to meet 
every emergency. § It 
is universal and will 
fit any make of car. Fully guaranteed. 
List price, $1 each. Made by C. E. 
Niehoff & Co., 230 W. Superior St., 
Chicago. 
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Newest Accessories for 








Tire Gage 
HIS tire gage is of the dial type 
and is easily read, convenient, and 
built to retain its accuracy through 
rough usage. 


9 40 50 2 
eo ee APPLIANC? 7 


BROOKLYN.N.Y. “Ap 
a. Races nthe Regette in cenas o 








The gage is unconditionally guar- 
anteed for a period of two years. 

Manufactured by Acme Air Ap- 
pliance Co., 254 Park Ave., Brooklyn, 
N. Y. 


Top Dressing 

IP-TOP dress- 

ing is a top re- 
finisher which puts 
on. a veneer finish. 
It dries quickly, 
penetrates into the 
cracks and pores of 
top material, 
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an elastic, pliable 
finish. 

May be applied by the special air 
brush at any Tip-Top service station. 
These guns are furnished free with 
No. 18 Tip-Top dressing assortment. 
List price, $69. Manufactured by the 
Thompson Specialties, Inc., Springfield, 
Mass. 


Tire Inflator 


HE Eco No. 25 inflator is especially 

recommended for wall or post in- 
stallation inside of tire shops or wher- 
ever limited space prevents the use of 
a larger unit. It has been redesigned 
to include an automatic cut-off hose 
hook and a centrifugal air cleaner. The 
hanging of hose on the hook automati- 


cally shuts off the air supply, eliminat- 
ing possibility of air leakage when in- 
flator is not in use. Made by Service 
Station Equipment Co., Bryan, Ohio. 





Fan Belt Assortment 

HE Graton & Knight Ready-Fit 

fan belt assortment contains 15 
ready-made fan belts, each packed in 
an individual box, 15 boxes to the car- 
ton, which is an attractive “silent 
salesman.” 

This assortment will take care of 75 
per cent of all the cars in use today. 
List price, $16. Manufactured by 
Graton & Knight Co., Franklin St., 
Worcester, Mass. 





Strut Type Piston 
IX numbers of the Permite steel 
strut type piston are now ready 
for delivery. The design consists of a 
steel strut bonding the thrust faces of 
the piston in such a manner as to con- 





trol expansion and insulate the head 
from the skirt from the direct path of 
the heat. 


It is made by Aluminum Industries, 
Ine., Cincinnati, Ohio. 


Windshield Wiper 
ISIONALLS carry two blades op- 
erating vertically over the passen- 

ger’s as well as the driver’s side of the 
windshield. 

These blades when not in use may 
be parked out of line of vision, one in 








center of shield and the other at ex- 
treme right. The blades clear the 
windshield straight across. List price, 
$8.50. Made by Trico Products Corp., 
Buffalo, N. Y. 


Ignition Coil 
| HE manufacturer of this coil 
states that car performance is en- 
hanced by means of the new Master 
3-C coil which can be used with all 
four, six and eight-cylinder engines. It 





is said to eliminate hard starting, de- 
crease explosion knock, increase power, 
speed and gas mileage and save the 
battery. Made by Mallory Electric 
Corp., Toledo, Ohio. 





Uniflow 


HE Uniflow provides a storage 

reservoir that feeds an even and 
constant flow of grease into the bear- 
ings while they are active, securing an 
even film over the entire surface. 
Grease is applied to the Uniflow from 
a high pressure gun. It flushes the 





bearings and fills the reservoir, com- 
pressing the spring. When the bear- 
ing starts rotating the pressure of the 
spring starts the flow of grease at a 
controlled rate. 

An indicator stem shows when the 
lubricator needs refilling. Made by the 


Cincinnati Ball Crank Co., Cincinnati, 
Ohio. 
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Wrench Set for Ford “A” 


ONNEY FORGE & TOOL 
WORKS, Allentown, Pa., an- 
nounces a special set of three chrome- 
vanadium wrenches which are said to 
fit practically any nut or bolt on the 
new Ford car. This set consists of a 


10-in. wrench with a “box” opening 
at one end for cylinder head nuts, and 
with an end opening on the other, 
milled to 1% in., to fit the spark plugs. 
In addition to this big wrench there 
are two smaller double-end wrenches. 

This wrench set is designated as the 


variations between sizes of 1/16 of an 
inch. The individual list prices of 
these units run from $2.30 to $2.80. 

This set also has the following units: 
extra square extension bar with adap- 
ter; T handle bar with adapter; ratchet 
wrench with square adapter. Shipping 
weight of one set is 35 Ib. 


Piston Rings 
EDRICK heat shaped junk head 
rings for Knight engines are care- 
fully manufactured of the same quality 




















No. 11 set. List price, complete with 
leatherette roll, $3.25, or the three 
wrenches without leatherette roll at 
$2.75. 


Piston Ring Compressor 
NE hand is all that is required 
to manipulate the new Apco- 

Mossberg Universal piston ring com- 
pressor which is designed to fit any 
make of car. Perforations in the arm 
of the compressor permit adjustment 
to any size piston in common use. 

Made by Apco-Mossberg Corp., At- 

tleboro, Mass. 


ee 


Heavy Duty Wrench Set 


NEW extra heavy duty wrench 
set has just been announced by 
Splitdorf Electrical Co. of Newark, 
N. J. This new set is known as the 
Bethlehem socket wrench set “XF” and 











comes complete in enamel steel box at 
list price of $40. The extra hexagon 
sockets range from 1% in. to 2 in. with 





of material that is used in building the 
Pedrick combination of plain compres- 
sion rings and slotted oil control rings. 

The rings are packed in rolls of four 
or six, according to the number of cyl- 
inders in the engine. Size specifications 
for all Knight engines will be sent upon 
request. List price, under 3% in. di- 
ameter, $1; 3%4 in. or greater diameter, 


$1.10. Manufactured by Wilkening 
Mfg. Co., Philadelphia. 
Exhaust Heater 


HE Capital heater has as its out- 

standing feature, coils of copper 
which give almost an instantaneous 
heat. 

The connection of this heater is so 
designed that it can be adapted to 
either a right or left-hand exhaust pipe 
by swinging the elbow. List price 
single heater sells for $20 and twin 
type for $25. New Era Spring & 
Specialty Co., Grand Rapids, Mich., is 
the manufacturer. 


NOTE DOUBLE 
OIL- DRAINING “ 


Piston Rings 
SPECIAL piston ring designed to 
control excessive oil, has been 
developed by the Perfect Circle Co., 
Hagerstown, Ind. Unlike other Perfect 
Circle oil rings, this ring is equipped 
with a double-duty groove. This op- 
erates in exactly the same manner as 
the single groove Perfect Circle oil 
regulating ring, but returns to the 
crankcase about twice as much oil as 

does the single groove ring. 


—-_ 









SLOTS 


‘ Sz NOTE DOUBLE 
A, LUBRICATING 
GROOVES 


This item is particularly recom- 
mended for engines in which the oil 
consumption is excessive. 





Carburetor 

HE Stromberg Motor Devices Co. 

of Chicago, Ill., has recently an- 
nounced its new model TV carburetor 
which is featured by a new starting 
and warming-up control and the Vis-A- 
Gas feature which incorporates a very 
large capacity strainer as part of the 
float chamber. 





The new model, it is said, will warm 
to proper operating temperature in ap- 
proximately one-third the time required 
with the old choke mechanism. The 
visible strainer enables the driver to 
see at all times whether or not gas is 
flowing into the carburetor. 
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Questions Answered By (. Edward Packer 





The Swan and the Stromberg 


I am a reader of Moror AGE and would like 
the following information, or whatever you can 
give me on the subject. If possible please 
publish a cross-section and give an explanation 
of the operation of the Swan carburetor. I 
would also like the same information on a 
Model 00-2 Stromberg carburetor, as used on 
the new Jordan. Also, please give me what 
information you can on the thermostatic con- 
trol device. M. W. Harbaugh, Bliss, 
Idaho. 


EREWITH is an illustration of the 

Swan carburetor. Gasoline enter- 
ing the carburetor, first passes through 
the strainer “L.” The float valve “K” 
actuated by float “M” controls the flow. 
The meter valve “O” permits the fuel 
to enter the air stream and pass 
through the mixer valve “P.” The 
mixer valve and the jet have a common 
center and the mixer valve is connected 
with the throttle and turned with it. 
There is a hole through the center of 
the mixer valve which operates as a 
changeable venturi. The air opening 
past the jet is decreased as the throttle 
is closed. A constant velocity of air is 
maintained past the jet, insuring the 
same atomizing effect on the fuel at 
closed throttle position as when the 
throttle is wide open. 

The fuel mixture then passes into the 
venturi “G.” Maximum air capacity is 
provided by having an auxiliary air 
valve “H.” When the speed of the en- 
gine reaches a certain point this air 
valve is depressed by suction taking in 
addition air which is introduced through 
the upper part of the venturi tube “G.” 

This auxiliary air is mixed with the 
rich mixture, giving a proper mixture 





ratio for the engine. The gasoline level 
must be kept between 15/16 and 1 in. 
below the bottom “R.” These limits 
are shown by the two lines at the point 
“— 

Adjustments in the float level can be 
made by bending the float lever. The 
float level can be checked by setting 
the float bowl cover assembly in a glass 
jar supporting the assembly on two 
thin metal strips. Connect a _ test 
tank to strainer bowl having the test 
tank 12 to 18 in. higher than the strain- 
er bowl. Turn on the gasoline and 
when the float rises and shuts off the 


revolutions per minute. If turned in 
too far engine will slow up, indicating 
too rich a mixture. 

4. Loosen idle screw lock nut and 


gasoline supply the distance from point ae 
“R” to the gasoline level should be be- © 


tween 15/16 in. and 1 in. 

There are three adjustments on the 
carburetor. “A” is for low speed, “B” 
for intermediate and “C” for wide open 
throttle. The idling adjustment screw 
“D” regulates the engine at closed 
throttle position. The fuel control lever 
on the instrument board moves the fuel 
control cam “F.” Before making any 
adjustments on the carburetor be sure 
that the engine has good compression, 
that the ignition is in good shape, and 
that the engine is thoroughly warm, 
then proceed as follows: 

1. With the engine running retard 
the spark. If the engine will not idle, 
turn idle adjustment screw “D” out un- 
til the engine idles a little faster than 
is necessary with retarded _ spark. 
Tighten lock nut on idle screw “D.” 

2. Back out low speed screw “A” un- 
til the engine begins to slow down, in- 
dicating too lean a mixture. 

3. Turn in low speed screw “A” un- 
til the engine turns over maximum 























engine can now be idled to the desired 
speed by screwing in on the idle screw 
“D,” then lock with lock nut. 

5. Test low speed by using fuel con- 


trol on instrument board. Pushing 
control lever all the way down toward 
lean position should cause the engine 
to slow up and almost stop, being too 
lean. Pushing control lever up the 
same distance above the star should 
cause the engine to slow up and almost 
stop, being too rich. If the carburetor 
shows the above engine performance, 
it is correctly adjusted. Return the 
lever to star. 

6. The intermediate adjustment is 
made in much the same way as the low 
speed adjustment. Mark the position 
of throttle when half-way open (this 
will be when meter lever on carbure- 
tor is exactly behind the intermediate 
adjusting screw “B’’) and turn the in- 
termediate adjusting screw “B” in just 
far enough, so when throttle is snapped 
open to half-way position and held 
there for a few seconds, the engine will 
not slow up or back-fire in the car- 
buretor. 

7. The high speed adjustment is made 
with the high speed adjusting screw 
“C” being screwed in just far enough 
so when the throttle is snapped all the 
way open and held there for a few sec- 
onds, the engine will not slow up or 
back-fire in the carburetor. 


E are also showing an illustration 

of the Stromberg 00.2 twin car- 
buretor. The high speed adjustment 
is the lower and vertical one and con- 
trols the fuel feed to both barrels. To 
adjust this advance the spark and ad- 
just the throttle to a position that will 
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give at least 25 miles per hour on a 
level road. Be sure that the choke but- 
ton on the dash is all the way down. 
Cut down the fuel feed by screwing the 
adjustment clockwise until the engine 
begins to lose speed, then unscrew coun- 
ter-clockwise until absolute maximum 
engine speed is obtained for that throt- 
tle position. 

The idling adjustments are the two 
horizontal upper knurled screws. Screw- 
ing them in gives less fuel. Ordinarily 
they will need to be only % to 1 full 
turn off the seat. To adjust them with 
the engine fully warmed, carefully set 
the throttle stop screw to give the low- 
est idling speed desired. Then vary the 
position of each idling adjustment in 
turn until the smoothest idling is ob- 
tained. When making this adjustment 
the spark should be retarded. 

The thermostats are put up in the 
unit with self-locking steel cover and 
are not intended to be repaired, but in 
the event that trouble develops in them, 
they should be returned to the Strom- 
berg factory. The gasoline level in the 
float chamber should stand with the en- 
gine not running, even with the bottom 
of the level sight hole. A strainer plug 
gives access to the fine strainer in this 
carburetor. 


re a 


Not Enough Kick In 
This Ford 


I have a Ford car and in cold weather the 
Starter will not turn the engine over. I have 
cleaned and tested the starter. It has a kick 
of 9 Ib. by test. The wires are good, starter 
switch is O. K. The terminals are O. K., 
and I also have a new battery. The ground 
is good. I have had the oil changed but that 
doesn’t do any good. The starter will make 
two or three turns and then is dead. If I 
crank the car and let her run until warm, 
the starter is all right. If you can give me 
any information, give it to me.—Bill Keeler, 
New Straitsville, Ohio. 


[? is entirely possible that most of 
your starting motor trouble is not 
in the starting motor at all, but in 
the engine. If you are using a heavy 
oil this time of year you will have 
difficulty in turning the engine over. 
You say that you have changed the oil, 
but you do not say what grade you 
have changed it to. 

Another possibility is that the clutch 
is adjusted entirely too tight. If this 
is the case, there will be considerable 
drag in the engine, particularly when 
cold. We assume that when you say 
the starter tests nine lb., that you mean 
that it has a nine-lb. pull on a radius 
of one foot and is being operated from 
a regular 6-volt battery. This is about 
25 per cent under what it should test, 
as a test of 12 lb. feet should result, 
if the starter is in good condition, and 
drawing between 450 and 500 amp. 
from a 6-volt battery. Voltage, how- 
ever, will drop to 3 or 4 volts during 
this test. 

Another possibility is that the new 
battery which you have installed is 
unable to deliver this high amount of 
current. There are a number of 
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possible causes for this, among them 
being reduced plate area or improper 
pasting of the plates. It might be 
worth your while to try this system 
with a different battery. 





Advantages of High and Low 
Test Gasoline 


What are the advantages or disadvantages 
of using high-test gasoline? Will high-test 
give as much mileage per gallon as low-test 
gasoline will? Is it advisable to use high-test 
gasoline the year round? Does it form more 
or less carbon?—Ben C. Phillips, 120% W. 
Platt St., Mawuoketa, Iowa. 


FAIRLY good idea of the dif- 
ference between high-test gasoline 
and low-test gasoline can be had by 
comparing high-test gasoline to shav- 
ings and low-test gasoline to coal. You 
can start fire much faster with shav- 


SHOP KINKS 


NSTALLING a new auto- 
matic windshield wiper 
rubber tube is sometimes 
difficult if it has to be 
passed through the uphol- 
stering. A way of making 
this easy is to take a small 
bolt that can just be screwed 
into the old tubing and cut- 
ting the head off of it. This 
should be screwed half way 
into the old tubing and half 
way into the new tubing 
and then as the old tube is 
withdrawn from the car the 
new tube can be carefully 
fed into place. The old 
tube will draw the new tube 
through the upholstering or 
other spaces that it may 
have to go—S. E. Archi- 
bald, 109 N. Ninth St., 
Olean, N. Y. 

















Readers of Moror AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 




















AT 





ings than you could by attempting 
to light the coal. On the other hand, 
when the heat is once raised the coal 
will last longer and go farther. 

So we find with high-test gasoline 
that it starts more readily because it 
is more volatile. On the other hand, 
after an engine is warmed up and the 
manifold is properly designed and 
heated you will find that a car will go 
farther on low-test gasoline than on 
high-test. This explanation will 
answer your question as to whether 
it is advisable to use high-test gaso- 
line the year round or not. 

As some of the carbon formation 
in an engine is the direct result of fuel 
which does not burn clean, you wil! 
see that the lighter, cleaner burning 
fuel, high-test gas, will be likely to 
cause less carbon deposit. On the other 
hand, considerable of the carbon 
deposit comes from the engine oil and 
consequently it may be difficult for you 
to see the difference in carbon forma- 
tion. 





Early History of Threads 


Will you please tell me the difference be- 
tween the metric thread, the special Packard 
thread, the Special White and the U.S.F. 
thread. What do the initials U.S.F. stand 
for?—H. J. Lakevold, 420 W. 30th St., Los 
Angeles, Calif. 


eee 17 years ago 
some automobile companies, notably 
Packard, felt that it would be well to 
have everything on their cars special, 
so that in the event that service were 
needed it would be quite necessary to 
visit their own service stations. While 
this did have the advantage of assur- 
ing the owner of a superior type of 
service, it was soon recognized that the 
disadvantage of not being able to get 
a simple part, such as nut or bolt that 
would fit, in an emergency, was a seri- 
ous one indeed and consequently this 
old practice of making special thread 
was soon dropped. You refer to the 
U.S.F. thread but we believe you mean 
the U.S.S.. | 

We now have in the United States 
the U.S.S. which means United States 
Standard, and the S.A.E., which stands 
for Society of Automotive Engineers. 
Some time ago this was called the A.L. 
A.M. thread, which meant American 
Licensed Automobile Manufacturers. 
Metric threads are common in foreign 
countries, but rarely met in the United 
States except on spark plugs and some 
magneto parts. 

The following tabulation is given in 
order to picture for you the difference 
in U.S.S. and §.A.E. threads. You will 
notice that the S.A.E. threads are finer 
for the same diameter than are the 
U.S.S. threads: 


Threads Per Inch 
Diameter U.S.S. S.A.E. 
1/4 20 28 
5/16 18 24 
3/8 16 24 
7/16 14 20 


1/2 13 20 
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Ways of Improving Whippet 
Valve Service 


We have a 1927 Model Whippet Four coach 
motor No. 339703 which is causing us a lot 
of trouble. The first trouble was with the 
valves. After that we had trouble with the 
wrist pins loosening. The factory advised put- 
ting in new valves, pistons, rings and wrist 
pins, and advised cutting a vent in the upper 
part of the rod bearings to give more oil to 
the upper part of the engine. This has been 
done and the timing on both the valves and 
ignition points has been checked and found 
O. K. 

The car has been driven 500 miles since thes 
parts were replaced and we find the valves are 
again burnt, not only the exhausts but the 
intake valves as well. They are set at .008 
on the intakes and .010 on the exhausts. This 
car has not been raced or abused in any way. 
The engine did not run hot until the valves 
started leaking—M. J. Kithcart & Son., 
Shelton Garage, Shelton, Nebr. 


A> you have evidently overcome your 
wrist pin trouble by following fac- 
tory instructions, we will omit any dis- 
cussions on that subject. There are a 
number of things that will cause trou- 
ble with Whippet valves. In the first 
place the seat should be between 3/32 
in. and % in., and the block and valves 
should be accurately refaced to exactly 
the same angle. Stem clearance, that 
is the clearance between the valve stem 
and valve stem guide, should be so 
slight that there is no perceptible side 
motion to the valve head. At the same 
time there should be no binding of the 
valve stem in the guide. Looseness of 
the valve stem in the valve guide will 
permit the valve head to wobble and 
will very quickly destroy the seat. A 
similar result is obtained when the 
valve spring is cocked, in which case 
the side pressure on the valve stem 
very quickly wears the valve stem and 
guide so that the valve seat is injured. 

Weak springs are another cause of 
burned valve seats, and we would sug- 
gest that you compare your present 
springs with a set of new ones, and if 
the new ones are stronger, put them in. 
If in reseating the block you have per- 
mitted the reamer to chatter, the valve 
seat will very quickkly burn. The rec- 
ommended clearances as set when the 
engine is hot should be .005 in. on the 
intake and .006 in. on the exhaust valve. 

When your valves were checked up 
you should have checked the ends of 
the valve stems to see that they were 
ground perfectly square and also should 
have ground the tappets square in or- 
der that the clearance would remain 
uniform. 

Another possibility, but we doubt if 
it applies in your particular case, is 
that of a clogged-up muffler. A clog- 
ged muffler will cause burning of the 


exhaust valves as the result of back 
pressure. 





Check the Cylinder Walls 


I have ground valves and installed new 
piston rings in a 1926 Master Buick. On 
starting the engine after completing the job 
I found that there was a peculiar sound in 
the car. The engine makes a muffled pop- 
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Who'll Settle This 
Argument? 


Am _ experiencing trouble with 
oil leaking through the rear main 
bearing on my Stutz speedway six, 
Model 695, when running at high 
speed of 40 miles an hour or more. 
I would appreciate any suggestions 
you can give me, and I would also 
like to have the ignition timing on 
this car. I might add that I have 
inquired from the Stutz organiza- 
tion about oil leakage at this point, 
and they claim that improperly 
fitted bearings caused the trouble, 
but this isn’t the case as they are 
properly fitted.— Lee Williams, 
Exeter (Tulare County), Calif. 


S a result of your stating 

that these bearings were 
properly fitted, but that oil 
leakage continued, this prob- 
lem was taken up with the 
local representatives of the 
Stutz organization. They in- 
sist that if the bearings are 
right that the oil cannot leak 
out, and suggest that you in- 
spect the upper half of the 
bearing. It is quite possible 
that the bottom half is a 
perfect fit, but in order to be 
sure of this job you should re- 
move and inspect the upper 
half also, as it is likely that 
is where the trouble is. 

The ignition on this job 
should be set so that with the 
unit fully retarded, the points 
are just breaking as the piston 
is on top dead center of the 
compression stroke. 




















ping noise when first started but also when 
accelerating. This is not noticeable when 
pulling steadily. With the crankcase down 
we find the sound much louder and smoke 
coming from five or six cylinders into the 
crankcase. Can you suggest something P— 
Mumma Garage, Bluffton, Ohio. 


I T sounds to us very much as though 
you had bad cylinder walls or piston 
and ring fit in cylinders 5 or 6 which is 
causing the trouble which you are hav- 
ing. When your pistons are out it 
would have been well if you had check- 
ed all cylinder walls to be sure that 
they were straight and round within 
.0025 to .003 of an inch. Provided the 
walls are true and not scored, another 
possibility is that you have a sprung 
connecting rod which is cocking your 
piston to one side and thus preventing 
the rings from seating properly. When 
you are under a car that has its engine 
pan down and are listening carefully 
as someone cranks the engine it is 
perfectly natural to hear the compres- 
sion blowing by the pistons. However, 
it is not correct if smoke blows by one 
or two pistons conspicuously and we 
would suggest that you remove these 
two pistons, namely 5 and 6, and check 
the rod for alignment and the cylinder 
walls to see that they are true. 
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Engine Oiling Problems 


Can you tell me why the oil gage on a 
Willys-Knight six registers 20 lb. idling and 
when you suddenly tramp on the gas it 
falls back to 5 instead of going up?—John 
D. Verba, 615 Branch St., Portage, Pa. 


HE action that you refer to is in- 

variably due to a leaky oil line in 
the oil pan. In all probability you will 
find that one of the copper tubes is 
cracked and when the engine is put 
under extra load the crack opens up 
wider and the free flow of oil results 
in a reduction in pressure. 


We also have a Mercer four-cylinder car 
on which the gage goes up to 40 and re- 
mains quite steady until the engine warms 
up, and then it drops down to 20 Ib. and 
moves back and forth a little as the engine 
runs. 


HAT action is perfectly normal. 

When the oil warms up its reduced 
viscosity or body, permits it to flow 
more freely with the result that it re- 
quires less pressure to move it through 
the oil lines. As a consequence the 
pressure drops and because the oil is 
more fluid, the trifling fluctuations in 
oil pressure are immediately recorded 
on the gage. 





Causes of Sticking Valves 


I have a 1925 Dodge that has been giving 
considerable trouble due to the valves stick- 
ing open. They have been ground, cleaned, 
etc., but stick often. There is not a heater on 
the car. Motor is in good condition, except 
for this valve trouble, and runs cool. Could 
you give me some information on this ?— 
Edgar D. Best, 416 Polk St., Charleston, 
Ill. 


) nny problem sounds to us as though 
you had a sprung valve. To check 
up for this, the valve should either be 
chucked in a lathe with the head resting 
in the dead center and a dial gage 
placed on the stem to see if it is per- 
fectly true or not. If you have valve 
refacing equipment you can find out 
whether you have a sprung stem by 
watching the head of the valve as it 
rotates in the valve refacer. 

Other causes of sticking valves are— 
springs too weak, the use of heavy oil, 
or valve stems or guides pitted or 
rough. It would be well for you to com- 
pare your valve springs with new ones 
from stock and if the new ones are 
stronger, install them. Heavy oil will 
tend to bum on the valve stems and 
cause them to stick. 

Another problem arising from the 
use of heavy oil in an engine is caused 
by the fact that heavy oil does not 
atomize readily and as a consequence 
is likely to starve the valve stems, with 
the result that they will run dry and 
stick. If the valves have been polished 
up with rough emory cloth when you 
had them out to grind them, it is likely 
that you have fine grooves worn in the 
surface of the stem and the oil gums 
up in these rough places and gums, re- 
sulting in sticking of the valves. Of 
course, pitted stems or guides would 
cause the same trouble. 
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Dodge Tail Lights Burn Out 


I would like to have explained why a 
number of Dodge cars burn out tail light bulbs 
so fast, and not the other lights, when they 
are all hooked up together. At different times 
I have seen 18 volt bulbs burn out in 8 
hours.—Messier Bros. Motor Co., 215 W. 
Broadway St., Lewistown, Montana. 


[* putting a question of this kind 
to us we would have given you a 
better answer had you told us whether 
this was a four or a six-cylinder Dodge 
and whether it was a six or twelve-volt 
system. However, we are showing a 
wiring diagram of a four-cylinder, six- 
volt Dodge and will try to explain it in 
such a way that you will be able to get 
the principle and thus be able to apply 
the answer to any car or system. — 

The generator, in order to charge 
the battery, operates ata higher voltage 
than the battery. Consequently, if the 
battery becomes’ disconnected = or 
partially disconnected as a result of 
loose or corroded terminals, the higher 
voltage of the generator raises the volt- 
age of the lines and consequently sends 
more current through the lights. All 
of the lights in this circuit are designed 
for six-volt operation. However, to 
provide some factor of safety, you will 
find that six-volt lights are generally 
marked 6-8 volts to allow for the rise 
in voltage when the generator is charg- 
ing. As the filament in the tail light is 
relatively frail, as compared to the 
filament in the headlight, a slight or 
momentary rise in voltage will act more 
quickly on the tail light. 

To check for loose connections or 
corroded terminals, you can make good 
use of two volt-meters, or of one volt- 
meter that has a double scale. One 
scale should read in the neighborhood 
of eight volts, while the other one 
should read to only a fraction of a 
volt—preferably about 1/3 of a volt 
for the entire scale reading. When 
referring to the ground in the following 
instructions what is meant is any sub- 
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stantial metal part of the frame or 
engine. With your high reading volt- 
meter and with the engine running so 
that the generator is charging its maxi- 
mum, test between G in the diagram 
and the ground. You will probably 
find a reading of 71% to 8 volts if the 
battery is fairly well up. Then test 
from C to ground in the diagram. If 
there is a drop in voltage of as much 
as % volt, it indicates that there is 
entirely too much resistance in the line 
from C to G and a portion of this may 
be due to loose terminals, dirt, or 
corrosion under some connections. With 
the low reading voltmeter check every 
connection and wire between the gene- 
rator and the ground A, to see where 
your bad connection is. From the 
terminal at A check to the frame of 
the car. There should be no percepti- 
ble reading. Then transfer your test 
connections so that a reading is taken 
over A to the center of the terminal 
at B. Any reading on the voltmeter 
indicates either corroded or rusty con- 
nections and the ground cable should 
be taken off, the parts polished and the 
connections put back on and thoroughly 
tightened. 

In like manner, check from the center 
of terminal C to the terminal that is 
soldered to the cable. Do not check 
from C to the ground with the low- 
reading voltmeter as this would ruin 
the meter. The only purpose of these 
tests is to check along the lines, not 
from the lines to the ground. Then 
make a test from C to D to see if by 
any chance there is high resistance in 
the cable itself. This is extremely im- 
probable provided your starting motor 
works. Where the wire D-E connects 
from the ammeter to the starting 
switch, there is a possibility of high 
resistance and you should check from 
D to E to see if high resistance does 
exist there. Also check from E to F 
to see if the fault is in the ammeter. 
It is not at all unusual to find occasion- 
ally that the coil in the ammeter i§ 
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loose at one end or the other and 
when your test connections are on 
terminals F and E vibrate the instru- 
ment board to see if you can knock 
the connection loose. You will see that 
the main places to check are from the 
ammeter back to the battery, for the 
lights are generally connected to the 
ammeter, so if the connections from the 
ammeter to the battery are good, the 
battery regulates the voltage of the 
lighting circuit. Any break between 
the ammeter and the generator would 
not cause burning out of the lights, 
though it might cause overheating or 
possibly burning out of the generator. 


Split Field Generators 
on These Cars 


Please tell me what cars are equipped 
with the split-field generators, such as were 
recently described in Moror Acr.—Laurence 
Colbrese, Box 9, Gladstone. Mont. 





HE following cars are equipped 

with Delco split-field generators, 
such as were described in the Sept. 
22 issue of MOTOR AGE. 


Oldsmobile, Model 30, Series E, 1927. 

Nash Special and Advanced Six, 
1927. 

Wills Ste. Claire, Model 26. 

Stutz, Model AA, 1927. 

Cadillac 314, and La Salle, 1927. 

Scripps Motor Car (12-volt). 

International 15-Passenger 
1927. 

International Model S26, 1927. 


Don't Fit a L. N. Regulator 


on Any Generator 

Will you kindly show me how a 506-R 
Leece-Neville voltage regulator can _ be 
hooked up to a third-brush control generator 
of conventional design? I understand, of 
course, that the third-brush feature is to be 
done away with entirely and the voltage 
regulator used _ instead. Please show the 
internal circuits for this kind of a connec- 
tion, so that I can make it work.—H. J. 


Lakevold, 420 W. 30th St., Los Angeles. 


HE 506-R Leece-Neville regulator is 

designed for use only with the 506- 
G generator, which is of conventional 
third-brush design. This combination 
was designed with the requirements of 
buses operating on long runs particu- 
larly in mind. The regulator performs 
its function of adapting itself to dif- 
ferent battery conditions. At the same 
time the third-brush feature provides 
the tapering charge, which practice 
has found best for comparatively high- 
speed running. Where the type of bus 
is used for city work, a straight shunt 
generator, known as type 521-G and 
regulator 521-R is used. 

As the Leece-Neville Co. has 11 
similar regulators for 11. similar 
generators, you will appreciate how 
very impractical it is to attempt to 
adapt a 506-R regulator for use with 
any conventional third-brush generator. 
As the makers of this generator do not 
find it feasible, we would not care to 
attempt it. 


Coach, 
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A Priceless Friend to 
Friend Price 

HICAGO, ILL.—Please send my 

old friend Motor AGE to the: above 
address. I need this dear old friend 
to assist me in my daily work. I have 
been a reader for about steen years, 
so I am lost without it.—Richard H. 
Price. | 


Motor AcE Improves 
With Age 
OOPER, IOWA—Your magazine 
improves with age—since the 
Horseless Age when I took it. I am 
interested in the new inventions de- 
scribed in it.—L. W. Griswold. 





A Present to Brighten 
Up the Future 
AGLE, COLO.—I’ve existed as long 
k. as I can without the Motor AGE. 
This is to be my own Christmas present. 
—Chester L. Mayer. 





We Add “Meritorious” to 
Our Collection 
ANFORD, CAL.—No fault to find 
H with your MorTor Ace. It is a 
meritorious production.—Bush Garage. 





1. We Aren't; 2. They Quit 
INCINNATI, OHIO — Troubles 
and answers, why are you cutting 
down on it? What happened to Red 
and Valvy, the Ignition friends?—A. 
Schell. 


Risque? My Word! 
HILADELPHIA, PA.—MotTor AGE 
has become so risque that I enjoy 

it almost as much as Snappy Stories.— 


C. S. 


-_ 


Then It's O. K. All Around 
! ONTEVIDEO, MINN. — Your 
magazine is 100 per cent 0.K.— 
L. C. Hedberg. 








ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Moror AGB or 
reads it over your shoulder. 




















Bis Words of Praise and 
a Little Request 
ICHIGAN CITY, IND.—I entirely 
agree with Ducky Scott when he 
says there are probably lots of readers 
who would like to have more racing 
news, or at least items such as the 
write-up given the speed test of the La 
Salle some months back. These things 
are rather interesting to everybody. 
And, personally, I don’t believe there 
is anybody in the automotive game who 
deep down in their hearts, is not in- 
terested in speed whether it is in stock 
jobs or race jobs. 

I might say that in regard to rac- 
ing news, Great Britain’s motor maga- 
zines are far in advance of the U.S.A. 
Of course, Motor AGE is primarily a 
business paper. But it is the only auto- 














motive magazine that has any real 
stuff in its getup and it has improved 


wonderfully since moving to Philadel- 


phia. I should like to see the final 
touch by adding a page or two of real 
race and speed news which took in an 
international scope. I think I can 
truthfully say the former about MoTor 
AGE because at different times I have 
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subscribed to almost every automotive 
paper published in the U.S.A. and I 
still pick them up on news stands now 
and then to see if I am missing any- 
thing. 

I could go on raving on this subject 
for a considerable length of time, but 
knowing how busy ye Ed. is, I will not. 
After reading this you might think I 
was a limey but I’m not by any means, 
even though I work for the Yellow 
Coach Co. Was born in Chicago of 
American parents of German and Irish 
descent OKMNX.—PaAil C. Faith. 





None Better, He Says, No- 
where, Nohow 
WATONNA, MINN.—I wonder if 
other commercial industries have 
a publication that comes to half of 
what Motor AGE is to ours! I don’t 
believe they have or ever can. If MOTOR 
AGE can be made better—show me.— 
John R. Haberman. 





He Would That We 
Were a Daily 
ORCESTER, MASS.—I still en- 
joy every copy of Motor AGE 
and wish it came every day instead of 
each week.—Richard E. Saunders. 





“Valuable in My Business” 

NDIANAPOLIS, IND.—Keep these 

Motor AGES coming, as they are 
very valuable to me in my business. 
Please explain whether or not I am 
authorized to use extracts from your 
publication in the work I am following. 
—H. L. Andrews, Service Sales Promo- 
tion Mgr., Marmon Motor Car Co. 





We’re Glad of It 


EXINGTON, KY.—I think you folks 

got a nerve to write my letter in 
the Purrs and Pinks. Is it a purr or a 
pink? Neither. I merely write you 
confidental, saying why you _ should 
ought to be complimented, and then you 
vilate my confidence and print it in the 
book. It’s a wonder you didn’t put my 
real name in.—S.H.T. 
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Prices, Weights and Equipment of Current Passenger Car Models 
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5p. Sp. Sedan. ...| 2095) 4/3380)ahmar 3p. DeL. Coupe. .| 1125] 2/2620\ah 5p. Sedan........ 
5p. Sedan........ 2195) 4)3450/ahmnr 2-4p. DeL Coupe.| 1235] 2/2750lah 
5p. Wanderer. ..-| 2245) 4/3450!ahmor N 

Gi cog, eee he! p. Louring...... 4|3645|ahjmnpwr p. Phaeton...... 4/31 
Tp. Bedan........ 2595) 4/4200/ahmar 4p. Coupe....... 1995; 2/3610 shmacpia 5p. Roy. Roadster| 1795| 2/2995 agmnw 4p. ae ng nti om pa 

4p. Ctry. Club. ..}| 1995) 2/3610jahmnopx 5p. P.B. Rdstr...} 1895} 2/2995 Bgmnw iz GG. "Wistar ") jorg _ 12500 
5p. Sedan........ 1995! 4!3760|ahmnoptx 5p. Cab. Rdstr...| 1995) 2/3160 aqhaan = Hams a 12565 
7p. Sedan........ 2095) 4 3870\ahmnoptx 5p. Cab Rdstr... | 2295) 2/3160 aghmn ri senate ai 2665 ghr 
5p. DeL. Sedan...| 2195]. .|....|Bhptx 5p. 4d. Sedan....| 2095) 4'3275 aghmnot Bp. — 4|2700 ghor 
5p. 2d. Sedan....| 1795) 2/3170, aghimno = in. 2735, ghrta 
tp: Touring. ...«| 1795 sl 
BUICK ps Touring...... 4 \agmn ELINT “ee” 

“115” 5p. Touring...... 4|2750;aehmnrz 
Ap. DeL. Rdstr. . ..1$1195| 2/2990 aghmnr 4p. Spt. Roce. 2/2885) Aehmnrw 
5p. Touring DeL..; 1225) 4/3040!aghmnr 4p. Cpe. Rdstr. . 2/2890) aehmnor 
2-4p. Coupe...... 1195] 2/3110!aghmor 5p. Sedan........ 4/3030! aehmnort 
Bp. 2d. Sedan... .} 1195) 2/3215/aghmor 5p. Brougham.... 2/3010|aehjmnor 
Bp. 4d. Sedan... .| 1295) 4|3300\aghmnr DODGE BROS. a 
4p. Ctry. Club....} 1275} 4/3190)/.ghmnr “124” 120” W.B. 
5p. Town Bro’m. .| 1375] 4/3305/aghmor CHEVROLET 5p. Touring...... $795) 4/2581/Ar | 5p. Touring. ..... 4|3245)aehmnr 

120 “AA” 2p. Roadster. .... 795| 2|2454/Ar 4p. Spt. Tour... .. 4|3395jaehimnrwsz 
4p. Coupe....... 1465/ 2|3800|aghmnr 2p. Roadster... .. $ 525) 2/1890/dr 2p. Sp. Roadster.| 845} 2/2530)Der 4p. Coupe....... 2/3500) aehmnorz 
5p. 4d. Sedan +++] 1495) 4/3870)aghmor 5p. Touring...... | 525) 411965/dr 5p. Sp. Touring..| 845] 4/2679] Der 5p. Sedan........ 4|3625|aehmnortz 
bp. Town Bro’m. .} 1575)..)... .Jaghmar 2p. Util Cpe... 625; 2/2090! dhr “128” 130” W.B. 

128 5p. Coach........ 595| 2'2190!dhr 5p. Sedan........ 875) 4|2600| Achr 7p. Touring. ..... 4|3470| afhmorx 
2-4p. Sp. Rdster..| 1495) 2/3655)aghmnr Sp. Sedan........ 695) 4/2275 dhr 5p. Del.. Sedan...| 975) 4/2609) Aehrt 7p. Sedan....... 4|?780)|aehmnorts 
ép. Sp. Touring... | 1525) 4/373&/aghmor 2-4p. Cabriolet ..| 715) 2,2135 dhr 2p. Coupe........ 855) 2/2428) Aehrt “7-18” 
5p. Coupe....... 1850) 2 3940|aghmar 5p. Imp. Land.. ‘ 745) 4 2260 dhu 4p.Cab. Rdstr.....} 955) 2|/2463/ Behr 5p. DeL. Coach. 4/2580) aehknor 

KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack: e—Car heater. v—Vanity set. 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. e—Cigar lighter w— Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers k—Spare tire. r—Rear traffic signal. z—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall | 


. 
C—Optional wheels with spare. g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §— Prices on application. 
e—Type of wheels optional. b—Automatic windahleld wiper. a gasoline gage. >—Smoking set. 
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Prices, Weights and Equipment of Current Passenger Car Models 



















































































































































































ve a P i Passengers fe | 
Passenger mn ” + - Passenger -- 2s Standard —" Beit Se Standard and Mes ee Standard 
an °$|5|.S-2| Standard an o2|$|23| coe Model O-£| 3|:-F:5| Equipment Model O-£/ 8|:2-5| Equipment 
Model OE a => Equipment Model ae A Hz Equipment se lalss| 1p uO. s nS q 
FORD “‘A” 3.4" 4p. Berline....... $5500)... _ “E-75” 5 
-4p. Roadster. ..]$ 385]. .|....|Begh 4p. Playboy...... 1545) 2/2915!aghmnrx 7p. Limousine. ...| 6000).. 2p. Speedster.....] 3485) 2/4251/aeghInprx 
Sp Phaeton od 305 _ eet ~~ o-4p. Sp. ome. .| 1695) 2)/3070)aghmnrx 7p. Brougham... | 6400). . 4p. Speedster..... ene 2 7 er 
2p. Coupe........] 495]. .|....|Beghnr 5p. Cus. Sedan. ..| 1695) 4'3200\aghmnrtx 6p. Ber. Landau .| 6500)..).... op. eagg a re : pr ane a 
2-4p. Spt. Coupe..} 550). .|....|Beghne 4p. Cus. Vict..... 1695 7p.Cabriolet..... | 6600). . - _—- , ose : yo ee nprws 
5p. Tudor Sedan..} 495) 2|....|Beghnr "= 7p. Le Baron Cab. 7000 - 55 Towa C eeaahdy 3195] 2 4452|aechinore 
5p. Fordor Sedan.| 570} 4]....|Beghnr 4p. Collap. Coupe} 2195 7p. Holbrook Cab.} 7200). . D. + oupe.. 34251 9 373| ner hbo one 
4p. Perm. Coupe.| 2195 7p. Collap. Cab... | 7300}. . 2p. area cool Bae & 4373) aeg — 
5p. Victoria...... 2195 4p. Victoria...... : - 4346) aeghinprtx 
5. Sedan......... 2195 - Brougham.... a : = mt ar 
FRANKLIN 7p. Sedan... 3ot0| 4|4620lacghinpctx 
ee 5p. — Sedan J one 4 ae en 
( .B. 7p. Cus. an...| 4 4/4678) aeghinprtx 
8p. Coupe....... $2490}. .|3400}an LOCOMOBILE = 
ip. Vieteria..... 2740) . .13440]an 8-70 7p. Cus. Limou...} 4175) 4/4718) aeghlnprts 
5p. Sedan........ 2790} . .}3500/an a - eae. ee Po 
Bp. Ox. Sedan... .} 2815). ./3500jan clh--agy teeta “pe gn” 
Bp. Spt. Sedan....}| 2910). .]3550)an “6-70” 4p. \ Ie, Coupe. ..| 2100 ag ol — $905] 212095 
3-5p. Con’vt Cpe.| 2925]. .13450}an 4p. Cpe. ag — i ‘ Set Touring ~— 4 seman seeee ons! 4la3e0 - 
ee we coy wm coe... | we) sop Rae nla | 10) 
2-4p. Sp. Runab’t} 2975]. .|3390}an 125” W.B. p. Voupe....... evio “op. ° e anw 
5p. i. 'T ouring. 1 2975 7, os 5p. Phaeton...... 1885 4p. Collap. Coupe.| 3000 4 4 —- : oe: : ats. an 
7p. Touring...... 3060) . .12540]an 4p. Speedster... .. 2095 4 a “4 str.. to ~ dn 
7p. Sedan........| 2980]. .|3780jan 4p. Cp. Rdstr....| 2095 Sp. Gedas......2. 2850 ep. : tw: eanire staal Sinan an 
7p. Ox. Sedan... .} 3015]. .13780}an 5p. Spee. Bro’m. .| 1995 - -. —-. | ae oe dn 
7p. Limousine. ...| 3080). .|3780|an 5p. Bro’m Sedan..| 2095 5. Brougham..... 2900 p. Roy. Sedan... “po ahin 
5p. Conv. Bro’m..| 2495). . Sp. 4d. Sedan.....) 1245) 4/2605/dn 
132” W.B. 7p. Sedan........ 3350 5p. Roy. Sedan. ..-| 1295) 4 2605 ahn 
GARDNER 7p. Touring...... 1985 Sp. Cust. Sedan..} 1395) 4/2605jah 
“75” 4p. Tourster aoe coe ates nae 5p Touring 1195) 412560|dn 
4p. Roadster. .... $1195] 2}2095|/aeghmnr 5p. Bro’m Sedan..| 22° rn bmg. la 
= Vic. ong ..} 1295] 2]3290)|aeghjmnr 7p. Sedan ceachenabel 2495) 48 5p. a: a ° a : or dn 
5p. Sp. Coupe. . 1295] 2|3290},eghjmnr “8-508” ; 4p. Sportif. ...... § - oe —_ ‘si ee, ke 
bp. Club Sedan.. .| 1390] 4/3265|aeghmnr 4p. Coupe Rdstr..} 1995 ...Roadster..... 5 p. Sedan — "| seas} alo dno 
_.Club de d. De L. 1495 eeheecee op. b srough: am. i .i aa eo 7p. aay lati ; Sp. — watt i 4 4 860 dno 
595 le op. Sedan........ . = 7p. Tour Lim.... - 
_.DeL. Sedan. ..} 1595]. .]....Jeghmn 4D Sedan...... 1 1995]. 4... 6p. ag ——<_/ © 5p. Roy Roadster. 1395] 2 re a 
“5 ‘90 op ie Bean | § soya | 145] 313}chm 
4p. Roadster... . .]$1695) 2)3030] Aeghmnr 131” W.B. 7p. Lim. Ene. Dr. op. Std. Sedan 2 5 50}aghimn, 
of Brougham. . 18/5) 4/3360) Aeghimnr 5p. Phaeton...... 2185 7p. Cabriolet tees § op. Std. —e 4d) 1445) 4 3080 laghmp 
- Sedan........ 1895} 4/3380] Aeghimor 4p. Speedster.....| 2395 90 5p. Royal Sedan.| 1445) 2 3050 aghimn 
.Cus. Coupe. ..} 2U95]..].... 4p. Coe. Rdstr... se 4p. Sportif....... 5900 5p. Royal Sedan.} 1545) 4/3080/aghmn 
5p. Spec. Bro’m. .| 2295 
“90” 5 Bro’m Sedan..| 2395 4p. Roadster..... 5900 
.. Roadster... .. 2095 5p. Conv. Bro’m..} 2795 
4 ~~ ...] 2275) 412690 Peshinees . sl W.B. _— 7p. Touring. ..... 6000 “. 6” 
» OGRE... ccc 2295) 4 t . Touring...... 
- ng ey J aa on meee i: ea aa 2395 ' Bp. Vic. Sedan... aI 7300 5p. Touring. ..... $865) 4/2325) Dghnr. 
5p. Bro’m Sedan..| 2595 7p. Suburban.....; 7500 2-4p. Conv’t Cab.} 995} 2/2505] Deghne- 
7 BOGOR... . «000 2795 4p. Vic. Sed...... 7450 2p. Coupe 875} 2/2345) Dghor 
HUDSON 5p. Sedan DeL....| 2985 5p. Sedan........ 895) 2/2450) Dghor 
“Super Six” 7p. Sedan DeL....| 3495 7p. Town Bro’m..| 7500 5p. Sedan... ... +| $95) 4/2500) Dghnr 
“Std. Line” 7p. Ber. Sedan. ..| 3585 ‘P. Cabriolet..... 7500 5p Land. Sedan...} 1085] 4/2610) Deghar 
bp. — weonnell $1285) 2:3555/aghjmar . .Collap. Cab. ..| 7750 ~ Se we 1225] 2|2080| Debnr 
bp. Sedan........ 1385| 4|3670|agbjmar bp. Touring. ..... 1135] 4|2980/Dghnr 
. —— ay hang a 1168 2 3030 Debae 
p. Phaeton...... 1600) 4/3645|agmnr _ sia 
cine E Meee ap. Victoria....._| 1298] 2[3170|Depur™ 
* POMEL ee. eee ees ‘ r ‘ Dewsees ~~ 
a — ee se ae 131” W.B Bp. Sedan........ 1335] 4|3250|Dghnrtuy 
“Ss” 2-4p. Roadster. . .|$2525 2p. Roadster..... $3050 5p. Coupe........] 1445] 4/3380) Dghinrt 
“¢ Cone . iene 1175) 2|3510|aghjmnr 5p. Phaeton...... 2006 - ag ~ woe cd ee “Advanced 
ameeanel . Sp. ..| 299 p. Sp. .. 
on Spreener aici 3p. Town Coupe..| 3180 4p. Roadster... 1475| 213400 Dghmor 
2-4p. Coupe...... 2585 5p. Sedan........ 3180 5p. Touring. .....| 1340) 4 3400| Dghmar 
2-4p. Conv. Cpe. | 2635 5p. Brougham... .} 3180 5p. Sedan........ 1425] 2/3620! Dghimnruv: 
4p. Victoria...... 2635 5p. Town Car....| 4600 5p. Sedan........ 1545) 4/3650) Dghmnruv 
5p. Town Sedan. .| 2650 136” W'B. 127” W.B 
HUPMOBILE 7p. Sedan........ 3680 7p. Touring...... 1440} 4/3500) Dehmor 
cca 5p. Sedan........ 2685 Pp 0 p g gn 
A 2p. Coupe....... 3600 7p. Sub. Sedan....| 3780 5p. Sp. Touring. .| 1540] 4/3500|Bghimne 
4p. Roadster. . . .. $1335] 2]... .Jaghnr 5p. Sedan... 3800 “TV6” 4p. Victorla...... 1595} 2/3640! Dghmnruy 
7p. Phaeton......] 1395] 4]... .Jeghnr 5p. Town Cab....| 4500 2p. Roadster..... 5800 4p. Coune.. 1775| 2|3650] Dghmor 
5p. Sedan 2d... .. 1345) 2]... Jeghjnr 5p. T C b... 4700 5p. Spt. Tour 5600 5p. Amb. Sedan. . 1925| 4/3820] Dghinprtuvs. 
4p. Coupe... 1385] 2). Jeghnr P34” Cab 7p. Sedan........ 1990] 4/3830| Dghnprtuvx 
bp. Sedan........} 1395) 4)... .eghor 7p. Sedan........| 2795 7p. Touring....... 5700 7p. Imp. Sedan. ..} 2165] 4/3900] Dghnprtx 
5p, Imp. Sedan...} 2795 5p. Sedan........ 6720 
nE-3” 7p. Imp. Sedan...| 2895 
6p. Touring. ..... 1795} 4/3300jeghnrx 7p. Sedan........ 6720 OAKLAND ‘AA-6’ 
“y Touring... .... 1895} 4/3360! begharvx 5p. Sp. Phaeton. .|$1095] 4/2620/aehjn 
2-4p. Roadster. ..} 1895] 2/3355|ceghnrvx 7p. Sedan........] 6920 4p. Sp. Rdster....| 1075) 2/2730/aehjn 
6p. Brougham....} 2095] 2/3515]} 2-4p. Cabriolet..| 1145] 2}2825jahn 
2-4p. Coupe...... 2195) 2/3465|dghrx 7p. Cabriolet. ....} 9000 5p. 2d. Sedan.....} 1045} 2)2890/ahnu 
bp. Sedan........ 2195) 4)3545\aghrx 3p. Land. Coupe..} 1045) 2/2805/ahn 
5p. Victoria... ... 2195| 2/3525|aeghnrx 5p. 4d. Sedan 1145) 4/2980/abnu 
7p. Sedan........ 2345} 4/3360/ehr LINCOLN 5p. Land. =~ 1265) 4/3050) aehnou 
7p. Sedan Lim 2520| 4/3360] aebnorx “g” 
2p. Spt. Rdater .|$4600 
nm Club Rdstr.| 4600]. . OLDSMOBILE 
7p. Spt Touring..| 4600 MARMON “*30-E” 
4p. Spt. Phaeton..| 4600 “78” 5p. Sp. Touring...| $895) 4 aeeg himaor 
JORDAN 4p. Coupe ery 4600 2p. Roadster..... 1895 4p. DeL. a> -| 895) 2/2317 a 
—" 4p. Sedan........ 4800 4p. Speedster.....] 1965 2p. Coupe.. 875) 2)..../b 
4p. Blue Boy... z $1745} 4/2800/Bceghkmnrx || 5p. Sedan........ 4800 2-4. Collap. Cpe. .}| 1995 5p. Sedan 2d... 875) 2 ehu 
4p. Spt. Salon... .| 15¢5} 2/2775)aghjmorx 2p. Coupe...... | 5000}. . 2p-4. Coupe......] 1895 5p. Sedan 4d... 975) 4)... Jehu 
2-4p. Tomboy... | 1595) 2/2650/aghmorx | 7p. Sedan.. . | 5000 4p. Vic. Coupe. ..| 1995 4p. Sp. Coupe. ...| 965] 2 2650|ceghmnru 
bp. Sedan........ } 1595) 4 2775|aghmarts | 7p. Limousine. . wl *200) 5p. Sedan........ 1895 | 5p. Landau...... l 1075) 4 2780) ceghimru 
KEY TO SYMBOLS 
A—Wood whee!s with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a— Wood wheels. d—Disk wheels. j—Trunk ae no trunk. p—Cigar lighter. w— Windshield 
B—Wire whels with spare e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. 
C—Optional wheels with spare. g—Shock candies or snubbers. m—Engine heat indicator 


’ t—Vanity and a enabling See §—Prices on application 
e—Type of wheels opti b— Automatic windshield wiper. e— Dash gasoline ga”. e—Smoking set. 
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Prices, Weights and Equi f C P Car Model 
rices, Weights and Equipment of Current Passenger Car Models 
oe 
Passengers ° Es Passengers £ = Passenger Es Passengers a alia 
and - ¢|5|S:2| Standard and 3 $|5| 2) Standard and _ $|5|.S-2| Standard x. J ofl sle3 Fs me 
= —< wv . Fw — eo . ay - oat 4 . £ m 
Medel Ce 3 => Equipmen: Medel we aigs Equipment Medel Se 3 => Equipment ce lsiaes ulp 
ND 7p. Limousine. ...| 2695] 4|3750/aghimortz ROAME 2p. Coupe........] 1195) 2 3120|seghImar 
“4” Whippet 5p. DeL. Sedan...} 2795] 4|3600|aeghimortz “3.78” 4p. Coupe........] 1295) 2|3165)aeghimar 
5p. Touring. ..... $625) 4/1985 7p. DeL. Sedan...| 2995} 4/3700|aeghimortz || 2p. Roadster..... $1595] 2|3225 4p. Victoria...... 1295) 2/3165)aegblmar 
2-4p. 695] 2]1930jagh “6-80” °p, Coupe 1750} 2)3380 5p. Sedan........ 1195) 4/3235|aeghlmar 
2p. Coupe. 625) 2/2025)ag 5p. Phaeton...... 1395} 4]2850|aeghlmarw 5p. Sedan....... -}| 1795) 2)3450 5p. Sedan Royal. ./ 1295] 4/3235) 
5p. Coach........ 625) 2/2075\ag 2-4p. Roadster 1495) 2/3025|ceghlmarw * ‘Commander” 
5p. Sedan........ 725| 4/2185!agh 2-4p. Coupe...... 1565} 2|2975|aeghimar 2p. Coupe... $1985] 2/3410/ag 4p. Sp. Roadster.| 1695) 2/3330\aeghImor 
bp. Landau...... 755| 4/2230!agh 5p. 2d. Sedan.. 1395} 2|3000jaegbilnr 5p. Brougham 19 3440|ag 2p. Coupe........ 1495| 2|3395|aeghmar 
“6” Whippet 5p. Std. Sedan....| 1595) 4/3125/aghmor. 5p. Sedan........ 1985| 4/3570\ag 4p. Victoria...... 1495) 2/3510/aeghimor 
2-4p. Roadster . 825| 2/2225|agh , ‘Spt. 1795} 4/3100 “8-88” 5p. Sedan........ 1495} 4/3570/aeghImor 
5p. Touring...... 765| 4/2270|agh 5p. DeL. Sedan...| 1795) 4/3125|Deghlmnr 5p. Tourer....... 2495| 4/3650\cg 4p. Cpe Regal....| 1625) 2/3465/aeghimnpr 
2p. Coupe... . 795| 2 agh “6-90” Bp. Sedan........ 2985! 4/3880\cg 4p. Vic. Regal...) 1625) 2/3525) ,eghimnpr 
6p. Coach........ 795) 2|2405|agh 5p. Phaeton 1695} 4]2930\aeghimnrwx || 7p. Sedan........ 3285| 4|3980|cg 5p. Sed. Regal....| 1625) 4/3535)aeghimnpr 
Bp. Sedan........ 875| 4|2440lagh Pp 1695| 2|2960|aeghlmorwx “President 
6p. Landau...... 925] 4/2490/aght 4p. Coupe.. 1725} 213050|aeghlmarx 7p. Tourer....... 1795} 4/3805|deghimnprz 
4p. Sedan........ 1895} 2/3150)aeghilmorx 7p. Sedan........] 1985) 4/4050/deghimnprs 
5p. Sedan........ 1895} 4/3200/aeghimortx 7p. Limousine. .. 4|4080|deghimnprz 
5p. Landau......} 1995) 4/3250/aeghimortx 
**8.69” ROLLS ROYCE 
126” W.B. ““Si. Ghest” ; 
5p. Coupe.... 2795) . . |3810| Deghilmnrtx n Models..... Bfghjkmprx a 
PACKARD 5p. Sedan........ 2995] 4/3875|Deghimnrtx || Closed Models.... STUTZ “BB 
nobout $2275] 2/3620] Deghl 2-4 my om 2995} 2/3650) Degh! Bang hs Beghjkm urews. 
4p. Runabou 2 eghlmnpx p. R eghimnrx D cee — prx D. ; 
> Phaeton...... 2275) 4/3665| Deghlmnpx 7p. Sedan........ 3095} . . 13°75] Deghimartx Cheed Models... . } —- Beghikm 2p. Speedster. . . ./$3495] 2]... .faefgjlmnprx 
6p. Sedan........ 285} 4/4000 prtz || 5p. Sedan........ 3495} 4/3950! Deghimartx 4p. S ter....| 3595) 4]..../aeghjlmnprz 
2-4p. Coupe...... 2350} . . 7p. Sedan........ 3595} 4/4050] Deghimaortx 4p. Speedster. . 3845} 4]... ./aeghjlmnprz 
4p. Conv't Cpe...} 2425). .|3875 5p. Ber. Lim..... 3795] 4/4100) Deghimnrtx 2p. Black Hawk. . 4895) 2]... .|/beghjlmnprx 
. 4p. Black Hawk. .| 4945} 2]... |begbjlmnprx 
Sp. Phaeton ..... 2385} . fo 2p. Coupe....... 3495) 2}... .Jaeghjlmnprux 
4p. Runabout. ...| 2385). STAR “4” 4p. Vic. Coupe. ..} 3495] 2]... .Jaeghjlmnprux 
7p. Touring...... 2485 4 3865 Deghimnprz 2p. Roadster. .... $550} 2/1850/a 5p. Sedan....... 3570) 4]... .Jaeghjlmnprux 
soupe.... 2685/ 2/4000 deahint 5p. Touring...... 550} 4/1920ia 5p. Brougham... .]| 3570] 4]... .Jaeghjlmn prux 
6p. Club. Sedan. .| 2685) 4/4085] Deghilmn 2p. Coupe 650) 2/1965/ah 2p. Cab. Coupe...] 3695) 2)... ./aeghjlanprux 
PIERCE ARROW 5p. Coach........ 675} 2/2120\ah 145” W.B 
7p. Sedan........ 2685) 4/4145 adn “31” 5p. Sedan........ 765) 4/2200)ah 7p. Speedster 3895) 4]... .Jaeghjlmnprx 
7p. Sedan Lim. 2785| 4/4205! Deghlmnprtx || 2p. Runabout... ./$2900} ¢/3200).fghimorx “6” 7p. Sedan........ 3895} 4]... .jaeghjlmnprtx 
“443” 4-p. — —— 3100} 4}3330) .fghlmnrx 5p. Touring......] 725) 4/2070 7p. Seda. Lim 3995} 4]... .] aeghjlmnprtx 
4.p Runabout. . 3975) ./4350| Djk ...Conv’t Rdster.| 3450} 2] ...jafghimnrx 2-4p. Roadster.. --| 885] 2/2140jaeghkmrw “‘Weyman Cus.” 
5p. Phaeton ..... 3975] . ./4370| Djk 2p. Coupe... .| 3250] . 13265) fghimnprtx || 2-4p. Cabriolet...] 915 : 2260/aeg 131” W.B. 
7p. Touring...... 4050] 4/4410 Deghikimap 5p. Brougham. .. ..| 3250] :|3560)afghimnprtx || 2p. Coupe 795| 2|2145|ahme 2p.,Black Hawk. .}| 4895} 2]... .|/beghjlmnprx 
p. Club Sedan..| 3300} 4} '60(jafghlmnprtx || 5p. Coach........ 845) 2|/2265\ahmr 5p. ‘Sedan........ 4695] 4]... ./aeghjlmnprux 
ee 4950} . .|4635 Dik 2-4p. Coupe......| 3350] :13435}afgh!mnprtx || 5p. Sedan........] 925] 4/2340jahmr 4p. Sedan........] 4695] 2]... .Jaeghjlmnprux 
Ha Club 5 Gein. 4950] 414710 Deghijklmnp |j 5p. Sedan. . 3350} 4]360Ulafghimnprtx || 5p. Land. Sedan 975) 4/2335|ahmrt 4p. Coupe....... 4695] 2]... .laeghjlmnprux 
rtx Bp. Sp. Sed. Land 3350} 4) ..Jufghimnprtx || 2-4p. Sp. Coupe..| 975] 2/2295jaeghkmr 5p. Landau Sed...} 4695} 4]... .J/aeghjlmnprux 
7p. Sedan........ 5150| 4/4820|Deghjklmnp |] 5p. Club. 3400] 413605).fghimnprtx 145” W. 
7p. Sedan........ 3450] 4/36. 0]afghlmnprtx 5p. Sedan........ 4995] 4].... ~ Se 
7p. Sedan Lim....| 5250} 4/4860|)Deghjkimnp || 4p. Coupe.... 3450} 2) %450] :fghlmoprtx 5p. Sedan........ 4995] 4]... .laeghjlmnpr 
rtx 7p. Ene. Dr. Lim.| 3550} 4/3760] .fghlmnprtx 7p. Sedan........ 5245] 4].... aegh; Imoprt x 
“36” TEARNS- 7p. Limousine... .} 5495] 4]... .Jaeghjlmnprtx 
2p. Runabout 5875] 2/4560/afghirz KNIGHT 7p. Landau Lim... 5495] 4]... .laeghjlmnprtx 
4p. Touring. ..... 5875) 4/4510|afghrs “*F.6-85” “Salon Cus.” 
7p. Touring...... 5875) 4/4585 /afghirz 4p. Roadster... .. 1$3250| 2/4252\aeghklmnpr p. PW Sedan... .] 6345] 4]... .jaeghjlmnprux 
PAIGE “6-45” 7p. Sedan........ 5875) 4/4815lafghirtz wx § PW Sedan.. 6345] 4]... .jaeghjlmnprt x 
2p. Coupe......../$1095 z 2525 a ol 7p. Lim. Encl 5875] 4/4870/afghirtx 4p. Touring. ..... 3250) 4/4322jaeghjklmnpr || 7p. Con. T’n Car.| 6895] 4]... . aeghjimnprt x 
4p. Cab. Rdster..| 1195) 2/"615/a 3p. Coupe 6375) 2/4760\afghirtz wx 
5p. Brougham....} 1095) 2/:2660\ag 4p. Cpe. 6375) 2/4795\afghirtx 4p. Cab. Rdstr...| 3550} 2/4500 pannegs 
6p. Sedan........ 1195) 4/:2760 ~ Al 4p. Sedan........ 6375] 4/4830 afghirtx 
“6-45A” 7p. Enc. Dr. Lan 4|4895\afghirtz 5p. Cus. Sedan. ..| 3350) 4/4562 seghiklmno 
5p. Brougham. 995}..].... 7p. Sedan ~ 2. 6000} 4/4840/afghirtx VELIE 
p. Sedan........ 1095}. .].... 4p. Lim. Encl. ...| 6375] 4/4880/afghirtz 4p. Coupe........] 3450) 2/4527 =. = “Sid. 66” 
**6-65" 4p. Sedan........ 6475) 4/4805/afghle rtx 5p Touring ..... $ 995] 2/2670/aechmnor 
4p. Roadster... 1395} 2/3055|aghmnrws 2p. Coupe........| 6600) 2/4745/afghir 5p. Std. Sedan... .| 3450] 4/4572 a” “wae 2-4p. gy | 1165} . ./2680 
5p. Brougham. . 1395} 2/3215jaghmor 4p. Sedan Land.. .| 6600) 4/4800/afghirtx 5p. Sedan 1115] 2/3008/aehkr 
5p. Land. Bro’ m..| 1395] 2/3115 aghmor 4p. Encl. Land... .| 6600) 4/4880/afghirtx 5p. Sedan Lim....} 3700) 4/4647 segino Fp. jo. 1165] 2/2917laebkmr 
5p. Sedan........ 1495| 4/3280|aghmnrux 7p. Fr. Limou....} 7500) 4/4740\afghirtx 5p. Sedan........ 1165} 4/3017|aehkmr 
“6-75” 7p. Fr. Landau. ..| 8000) 4/4865)afghirtx 5p. Cus. Sed. Lim} 3700) 4/4637 =. jklmno 5p. Met. Sedan 1325] 4/3087|eghkmr 
7p. Touring...... 1655) 4/3420|aghmnrx rtx “Spec. («” 
4p. Cab Rdster..} 1895) 2/3540|deghmorz 7p. Sedan........ 3750) 4/4702 “aan 5p. Club Ph’tn.. ..| 1450] 4/3030\/aehimnprs 
5p. Sedan........ 1695) 4/3550/aghjmnrux 4p. Coupe........ 1585} 2/3260!\aehmoruz 
4p. Coupe 1895} 2/3550|deghmnrz 7p. Sedan Lim. 3950) 4/4777 neghkimno 5p. Spec. Sedan...| 1585} 4/5365/aehmaruz 
ae 1995) 4/3765|dghmartx rtx 5p. Roy yal 1635} 4/3395|aehmorus 
7p. Limousine 2145} 4/3805|dghmortx “G8-85” 
“8-85” PONTIAC “6” 4p. Roadster..... 3950) 2/4448/aeghkimnpr 5p. a. Sedan. .| 2095] 4/3640laeg 
7p. Touring...... 2195) 4|3570|aeghmnprx 2-4p. apa .| $745] 2) 2230lah wx 5p. Royal Sedan..} 2095} 4/3675 eer 
Sedan..... 2255) 4/3700|aeghmnprux |] 2p. Cou 745| 2] 395iab 4p Touring...... 3950} 4/4633|aeghjkimnp 
ép. Coupe.. 2495| 2|3700|aeghmnprx 5p. 2d. -| 745) 2) 430\ah rwx 
4p. Cabriolet Lame 2495| 2|3690|aeghmnprx 4p. Sport Cab... ...| 795) 2)-400/ah 4p. Cabriolet... .. 4550| 2|4717|aeghklmnopr 
7p. Sedan........ 2525) 4/3910|aeghmnprux |} 5p. Land. Sedan..| 845] 4] 500/ah x 
7p. Limousine. ...| 2665] 4/3950 mnprux |j 5p. Del. Landau.| 925) 4/2565/aeb 4p. Coupe 4550) 2/4882 paeonaes LLYS- 
KNIGHT 
5p. Sedan........ 4650) 4/4934/aeghjklmno **66-A” 
rtx 2p. Roadster... .. |$1850) 2/3645 
7p. Sedan........ 4750} . 4/5027 “we 5p. Ws anne bees 4 aoe — 
x 2-4 ab Cou 1995} 2 nrs 
PEERLESS 5p. Sedan Lim....| 4850) 4/5009/aeghjkimno |} 4p. ‘Foursome Sed. 2095) 4|3975|aghinrtz 
“6-60 REO rtx = |] Sp. Sedan........ 1995) 4/3975|aghortzs 
2-4p. Roadster... . {$1295} 2/2600|deghlmnr “Flying Cloud” 7p. Limousine. ...| 4950] 4/5102|aeghkimno 135” WB 
2-4p. C’pe Rdstr..} 1345) 4/2725/deghIlmnr 2p. Roadster. .... $1685} 2/3300|acghnr rtx 7p. Touring...... 2495) 4].... 
Bp. Sedan........ 1345| 4/2895/deghimnr 5p. Brougham....| 1685) 2/3425/aeghinr 7p. Sedan........ 850) 4|/4075|aghnrtz 
“6-72” 2p. Sp. Coupe....| 1625) 2/3320jaeghor 7p. Limousine 2950} 4/4075 
12644” W.B 4p. Victoria...... 1845) 2/3350jaeghor “70-A” 
5p. Coupe. 2295; 2/3400) aeghjlmnrtx 5p. Sedan........ 1845) 4/3550/aeghart 2-4p. Roadster 1350} 2|2965\aghnr 
Bp. Sedan........ 2395} 4/3475/aeghlmortx 5p. Del. Sedan...} 1995) 4/3550/aeghnort STUDEBAKER 5p. Touring. ..... 1295} 4/2900\aghne 
13314” W.B. “‘Wolverine”’ “The Dictator” 2p. 0 1295} 2|2815\aghor 
7p. Phaeton...... 1995} 4/3175\aeghlmnrx 4p. Cabriolet .....] 1195} 2]2850] -echiar 5p. Tourer....... $1165) 4|3080|aeghlmnr 5p. Coach........ 1295} 2/3010/aghor 
2-4p. Roadster....| 2195| 2/3300) ,eghimartwx 5p. Brougham ...} 1195} 2}2960/aehine 5p. Du Phaeton. | 1195] 4/3105|aeghlmnr 2p. ob Coupe..| 1495) 2/2880/aghnr 
7p. Sedan........ _ 4/2675|aeghlmarts Sp. Sedan. .......] 1295] 4]3070|aeghinr | 4p. Sp.Roadster. | 1245) 2/3040/,eghimnr {| 5p. Sedan........ 1495) 4/3105 sone 
\ i : 
| KEY TO SYMBOLS: 
A—Wood —_ with spare. D—Diek wheeis with spare. i—Trunk and trunk rack o—Car heater. v—Vanity set. 
a— Wood w d— Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter: w— Windshield wings. 
B-—Wire i swer with spare, e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. z—Clock. 
b—Wire wk f—Front bumper. I—Spare tire lock. s—Spotlight. *—QOverall length 
C—OUptional wheels with ae absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set; §—Prices on application. 
e—Type of wheels opti Automatic windshield wiper. o—Dash gasoline gage. u—Smoking set. 
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Line Up For 1928 
On a Sound 





Merchandising Basis 



































The Cadillac-LaSalle line places the dealer 
in an exceptionally advantageous position. 
Look the field over. Where will you find 


a stronger combination ? 


There is no car more beautiful, more 


luxurious than the New Cadillac, no finer 


example of modern motor car design and 
the public has been quick to appreciate 
this fact. As for the fascinating LaSalle, 
Cadillac designed and built, it is attracting 


























an ever-increasing number of buyers eager 
to enjoy the prestige and quality of a 
Cadillac product. 


The more you study Cadillac and LaSalle, 
the more firmly you will be convinced 
that from a merchandising standpoint, 
they offer a dealer-opportunity that can 
scarcely be equaled. We will be glad to 
discuss this further with you, personally 
or by letter. 


Cadillac and LaSalle models will be displayed at the National Automobile 
Shows; also in the Ball Room of the Stevens, Chicago, Jan. 28 to Feb. 4. 


CADILLAC MOTOR CAR COMPANY 


Detroit, Michigan 


Division of General Motors Corporation 


Oshawa, Canada 
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MATCH. 
PRICE 
L THESE 
_ FEATURES 


TWO- DOOR SE DAN 


ie 


Formerly this Oldsmobile was *950—and case ventilation, oil filter, air cleaner and 
more than worth it. It was a *1000 value four-wheel brakes—at *875 for a quality 
—and it is today. But General Motors closed car. Look as you will... hunt as 
again unset tradition. Oldsmobile again you may... you’ll find no other such car 
kept faith with its policy pledged to pro- at any such price! And so Oldsmobile 
gress. Today dealers offer Oldsmobile dealers are profiting ... as they will 
Six — with all the known factors continue to profit... by Oldsmo- 
of motor car merit including crank- i. bile’s policy pledged to progress. 


OLDSMO.BILE SIX 


PRODUCT OF GENERAL MOTORS 
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A Gold Mine of Marketing Data 
—if you have a problem in automotive marketing 
—if you need more or better dealers 
—if you want to avoid needless cost and lost motion 
—you will want, for your personal use and advantage, a copy of the book which 


is illustrated above. 
It shows, among other things, how important changes are occurring in dis- 
tribution practices—the result of changing buying habits by trade and consumer, 


and how the industry is gearing up to meet these changes. 
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Authoritative 


It presents an outline map of the United States upon which is indicated 
643 First, Second and Third line wholesale distribution points, followed by a 
break-down of all States with a complete listing, by groups, of these First, Second 
and Third line centers; car dealers and independent service stations in each 
center, populations, etc. 


In another section it presents ““The Romance of a Great Industry”—six- 
teen pages of vital statistics which will prove of high value to any student of suc- 
cessful and economical automotive marketing. 


A copy of this beautifully bound volume, with its wealth of authoritative 
automotive marketing data, will be sent, with our compliments, to manufac- 
turers, or advertising agencies handling automotive accounts. 


Come to Automotive Headquarters 


Within our organization are men who have had years of successful contact 
with the industry and its merchandising phases—men who have enjoyed the full 
confidence of manufacturers whose sales policies have carried them forward to 
positions of high success. 


Our experience backed by unusual facilities for practical market analyses, 
industrial and trade research, seasoned counsel and sincere cooperation to the 
end of increased volume, with correspondingly increased profits, is at the instant 
disposal of automotive manufacturers and advertising agencies. 


CHILTON CLASS JOURNAL CO. 


Publishers of Automotive Business Papers 


Chestnut and 56th Sts., Philadelphia 


AUTOMOBILE TRADE JOURNAL Motor Woritp WHOLESALE 
Motor AGE CHILTON CATALOG & DIRECTORY 
AUTOMOTIVE INDUSTRIES | COMMERCIAL CAR JOURNAL 


AUTOMOTIVE INDUSTRIAL Rep Book OPERATION & MAINTENANCE 
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1927-—An AC Year 


Nineteen twenty-seven was the biggest year in the history of the AC 
Spark Plug Company. It was marked by business increases, building 
and manufacturing expansion and many notable victories in the air 
and on the track. 





AC 
Five new buildings were erected to provide additional manufactur- steam 
ing space to meet the demand for AC Products all over the world. SYSTEMS 
Four of these buildings were erected in Flint and one in Paris, 


France, the latter a modern and complete new factory building. 


Six new products were introduced during the year, as follows: 


Fuel Pressure Systems Tachometers 
Ammeters Complete panels 
Oil Gauges for automobiles 
Thermo Gauges and motor boats 


These products, together with the increased demand for AC Spark 
Plugs, linia Oil Filters, Air Cleaners and Gasoline Strainers 
made the plant expansions necessary, and, judging from the demand 
now existing for AC Products, still more expansions will be nec- 
essary during the coming year, thus further entrenching the com- 

any’s position as the largest manufacturers of automobile accessories 








in the world. ‘i 
AIR CLEANERS 

A Few Outstanding AC Victories in 1927 
LINDBERGH ........ «+++ + © « « « New York to Paris 
CHAMBERLIN ........... . +. « New York to Germany 
BYRD ....... 6 «6 © «© « « « « « « New York to French Coast 
ACOSTA-CHAMBERLIN..... . .. «. . Endurance Flying Record 
STINSON ....... . 4... . . « National Reliability Air Tour AC INSTRUMENT PANELS Over 200 of the 
MAITLAND-HEGENBERGER .... . . . . California to Honolulu aiecened erpntinriesrn 
DEPAOLO ..... .. A.A.A. National Automobile Racing Championship conan aenailintiiiann, dailies 
MYERS ........ . . . « + »« New York to Spokane Air Derby ati eens 
SCHLEE and BROCK. ......... .. 6 + « - #=World Tour 
WOODBURY .... . .. . A.A.A. National Dirt Track Championship 


Organize to get your share of the big renewal business to be had on AC Spark Plugs and AC Oil Filters 


trance AC Spark Plug Company, FLINT, Michigan «issn 
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[ is evident that the straight-eight is the 
fastest growing idea in the country today. The alert 
dealer is going to tie up with the straight-eight during 
1928. And Marmon seems to be there first—with a 
full line program—two great new straight-eights in two 
great price fields. Complete information next week. 


MaAR™MON MovrTvroR Car Company 
INDIANAPOLIS -we INDIANA 
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NY 


Automooite 
Show-ing 


The Carter show is on the nation’s streets and roads; 
in the assembly lines of the great makers; and in the 
national automotive statistics for 1927. 
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Again more than one-third —zearer a half! —of the 
entire year’s production was Carter-carbureted. 


Carter more than maintained its pace, by recognizing 
that increased acceptance involves increased responsi- 
bility. Product and service were still further im- 
proved, that Carter-equipped cars might run and sell 
still better, and always stay well sold. 


CARTER CARBURETOR CORPORATION, Saint Lovuts 
F AMERICA AR AND FOUNDRY COMPANY 
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, Lraveling 
4. O00; in Jess than 2}; 000 


miles minutes 





























This marvelous record almost beyond grasp of the 
imagination becomes even more staggering when 
one begins to analyze and contemplate the stresses, 
strains and wear that must have been withstood by 
the various engine parts in its consummation. 


Bohn Ring True Interchangeable Bearings used by 
Studebaker since the time of their first introduction 
played a tremendously vital part in this gruelling test. 
For in any one of the 23,000 minutes failure of a bear- 
ing to properly function would have meant disaster. 


So we share with Studebaker in their pride in this 
unprecedented performance. 


BOHN ALUMINUM & BRASS CORPORATION 
DETROIT MICHIGAN 
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Pick out the cars that lead in sales during the coming year and 
you will find they are the automobiles that possess abundant 
speed. Much of this extra speed is accomplished through 
the use of the famous Nelson Bohnalite Piston. 


Greater Pow 


This is also true of power. For the lighter Nelson Bohnalite 
Piston enables you to lighten up reciprocating parts—enables 
you to reduce waste—enables you to lessen friction. All of 
which means extra power. 


Greater Picku 


When it comes to pickup, the car equipped with Nelson 
Bohnalite Pistons is the peppiest thing on the boulevard! 
Always out in front! A newer standard in flexibility and 
satisfying smoothness is developed through the use of this 
outstanding piston. 


BOHN ALUMINUM & BRASS CORPORATION » Detroit, Mich. 
Also makers of the famous Bohn Ring True Bearings 
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PISTONS 


The Light Alloy Piston 
With the Steel Backbohn 


Heat treated for uniformity — Lo — | » 
strength and hardness, me = 
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Special Alloy Steel 
Backbohns are cast 
in, to control expan- 
sion and maintain 
satisfactory clear- 
ances under all 
engine operating 
conditions. 
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HOW ARD SAFETY FIRST 
FRESH AIR AUTO HEATER 


Heats with Winter oe . 
Front CLOSED as Individually Designed and 


well as OPEN. | Custom Built for 

















































The “Howard” stays sold and Rolls Royce Hupmobile 8 Chrysler No. 72 
means satisfied customers for you. Lincoln Hupmobile 6 Nash Advance 
It is a quality heater of cast Cadillac Dodge 4 Auburn 8-88 
aluminum—not a cheap metal con- LaSalle Dodge 6 Buick Master 
traption. Fits around the hottest Stutz Packard 6 Buick Standard 
spot of a joint-free section of the Pierce-Arrow Packard 8 Reo Flying Cloud 
exhaust. pipe. Absolutely safe. Marmon 6 Chrysler No. 80 Jordan 8 

Makes the car snug and warm in 

zero weather. Easy to _ install. ——=—= 

Impossible to get out of order. "T 

Write today for complete infor- | : q 

mation on the heater built for the COLD am io 

car you have in mind. WITH WINTER ~ at 





Manufactured by 












































HOWARD FOUNDRY 


Pattern Makers—Founders—Machinists 
Automotive Division 


2700 FULTON STREET, CHICAGO, ILL. 








Map, SESS PLA 












PATENTED CAST 
ALUMINUM STOVE HOT AIR REL.STERS 
AROUND EXHAUST \ ENGINE EXHAUST 





























Makers of 


the worlds 
est known 


fan belts. 





























reading between the lines 





PROTEX-A-MOTOR 
D4 
Pp -S—1e) ne PURIFIER 


JUNIOR MODEL 


Fits Ford, Dodge, Chevrolet, Chrysler, 
Erskine, ‘Essex, Flint, Faleon-Knight, $250 
Maxwell, Oakland, Oldsmobile, Over- 


land, Pontiac, Star, Whippet. Standard 








it is plain to see 






















































































acieae _ that the value of 
: Melua Maen | Motor Age to advertisers 
Se Bone Grinding Machine 
nig tm NEW” sous Rater Cuueting sre. Amasng sorreey ac || | COMES from reader interest 
Your Jobber Sells It = “SStxSO* 
and confidence in the 
AUTOMOBILE editorial and news 





Steam Heater 


‘One model ee ———~ ane amnee f h 

cars an Vv 

heat without tn Be ony Bemee > 4 — content O t e paper 
JUDD & LELAND MBG. CO., Clifton Springs, N. Y. 
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different oversizes for every standard 
5 size and type of piston pin always in 

stock. All have highly lapped finish. 
Ask for telegraph ordering code, catalog, and 
name of nearest jobber. 


j7 THOMPSON PISTON PINS 
_ DEFIANCE - - - OHIO 
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Bellevue 
SPRING 
CONTROL 


Actually Controls 
the Car Spring 


The Bellevue Mfg. Co., Bellevue, O. 





Write for 
Catalogue 
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THE NAME INSURES THE QUALITY Velie offersaline of fully 
equipped cars on three 

The Velie Cooperative Franchise is more valuable ohaosin, ranging from the 
| todaythan ever beforeiaVelie history. Corr Velie 6-66, 2-Door Sedan 


fcopypvutie 


dence from responsible business men is invited. #t$1115 to the Velie 8-88 


VELIE MOTORS CORPORATION, Moline, Ill. ait on be Mating The 














FENDER CHART FREE! 
Write for it today 


Repair Shops equipped with the Fostoria Fender Wall 
Chart can get immediate fender service from the nearby 
Fostoria Distributor. No waiting. More profit. Pleased 
customers. The Wall Chart is Free. Write for it today. 
Dept. A-12. 

FOSTORIA PRESSED STEEL CO. 


ostoria Ohio 


FOSTORIA FENDERS 




























TIRE CHAIN 
ADJUSTER 


VALVE-CLUTCH 
BRAKE-SPRINGS 


CUYAHOGA SPECIALTY COMPANY, 
10252 BEREA RD., CLEVELAND, OHIO 

















Portable Electric 


DRILLS 


GRINDERS—POLISHERS 


Ask for Catalog 105 


The United States Electric Tool Co. Cincinmati, Ohio, U. S$. A. 
Oldest Builders of Electric Drills and Grinders in the World 





















TANADIATOR 


Damageproof against repeated boilings and freezings. Built to last the full 

life of the car. Complete radiators for Fords, Chevrolets, Dodges and 

| ee Cores for all cars and TRUCKS. If not at your "jobber’s, write 
t 


J. C. Black Mfg. Co., Inc., Oil City, Pa. 





















NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 
Motor AGE 


Chestnut and 56th Sts. Phila., Pa. 




















Fine Fours, Sixes and Eights-in-Line 
LYCOMING MANUFACTURING COMPANY, Williamsport, Pa. 


: (Years Ahead in Automobile Motor Efficiency 





LYCOMING Jotors 








A Bulwark 
re) 9 
Protection 


to THE WARREN TOOL & FORGE COMPANY 


Own 412 GRISWOLD ST, WARREN, OHIO, U.S. A. 


VITALIC 


Fan Belts, Radiator Hose, Air Hose, Universal Joint 
Discs 


“Tougher than Elephant Hide” 
Sold through the Jobber Only. 
Continental Rubber Works 





















Erie, Pa. 


Shop 
hi Equipment 
for Battery and 
Electrieal Service 


4358 Roosevelt Road Chieage, Illinois 




















Two Hones _in One. 


ONE GIA 


Serine Pressure 


39” 


at your 


Jo bber's 


Solid Pressure 


FREDERICKS 


Rewinds 


New low prices: Rewindiug or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities. 


H. M. FREDERICKS CO., Loek Haven, Pa. 


TIMKEN 


Tapered 
ROLLER BEARINGS 


WAP a postage stamp for 
thousands of dollars worth of 
real facts on Car Washing. Send 
\ for your free copy of the hand 
- \ book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 
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The Advertisers Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly. 
z No allowance will be made for errors or failure to insert. 
(3s) 
Lyc 
(3) 
(33) 
: ; : 
& Bs) 
[>] AC Spark Piug Co.......... 60 Gilmer & Co., lL. H.......... 66 
WENTY-FOUR-HOUR service on speed- Albertson & Co. ........... 66 
ometer parts for these 8 nationally known 
makes: Stewart, AC, Johns-Manville, Corbin- x 
Brown, Warner, Van Sicklin, Jones, Standard. 
And the parts are as good as the service. (Guar- 
anteed accurate and exceptionally long-wearing. x 
Get our catalog sheets and prices. Swivel Joint Ma: 
& Shaft Co., Plymouth, Indiana. = Ma 
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trap oil in the ring grooves instead of draining it away FE 
or scraping the cylinder walls dry. The staggered slots bd 
give pressure lubrication to the cylinder wall, minimizé SZ 
friction and increase power. No oil pumping, piston slap 3] 
or compression loss. 3 . 
Send for the Simplex Method of reconditioning motors PS Cadillac Motor Car Co. ..... 55 
without cylinder machinery, and make more money. 5 Carter Carburetor Co. ...... 63 
T ° » - [33] Chilton Class Journal Co...58, 59 
he Simplex Piston Ring Co. B Chrysler Sales Corp......... & 
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Shows how to get NEW YORK B 
more work out of (33) 
an air compressor. (33) 
How to use com: \ (33) 
pressed air for \ AIR AIR COMPRESSORS | (33) 
many pay jobs. () 
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B Falcon Motors Corp......... 70 
Stops Pump-shaft 5 enliven andl PS Follett Time Recording Co. 69 
Saves the Winter Solution be Fostoria Pressed Steel Co. ..67 K Pa 
CONNEAUT PLASTIC METALLIC PA - as ‘redericks C = . ao vi 4 r ! o ~ 
ir le lncuep lie sameeren Se eee iz] Fredericl o.. H. M ( Kellogg Mfg. Co............. 69 ~ 
what winter solution is used. (33) 
All sizes in one can, Stocked with your Jobber 3 
ee ere $1.75 per Ib. Be 
DUE. Keeneeeesesocaen $1.60 per Ib. be) 
THE CONNEAUT PACKING CO. (3s| 
Pregent : (33) 
T his! Conneaut, Ohio a 
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SAVES TIME AND 
MAKES MORE MONEY 


The Stewart method of reconditioning old motors is 
The Stewart Valve Seat 


easy to sell to your trade. 


Tool accurately cuts away old valve 
ing tool drives a Stewart Inserted Valve Seat snugly 
into place. Grind in the seat and the job is done with- 
out removing the motor. A greater margin of profit 


is made on every job. Price is low. 


anteed against defects. 


STEWART DEVICES CORP. 
209 Marquette Bldg. 


STEWART 





INSERTED VALVE SEATS 


AND 


The driv- 


seats. 


Every tool guar- 


Detroit 
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FOLLETT’S 





finished. There can be no dispute over the 
Learn the inter- time charge. , P 
esting details Absolutely automatic — except for winding. 


fr om our de- 
scriptive data. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 
“Established Since 1904” 


NEW 


MODEL 
accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 820 43: FY 


Tells when a job is started—and when it is 


Every machine guaranteed, 


TIME STAMP 
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COMPRESSORS 


°G 


Pump More Air Per 





Horsepower 
KELLOGG MFG. Co. 


200 Humboldt Street 


Rochester, N. Y. 

















5103 Lakeside Ave. 


The 


ilerlite 


; The Waving Stop-light 
a Fits Any Car 
The Iler Electrical Mfg. Co. 


Cleveland, Ohio 
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A Forecast of the 
Automobile Business 


a 


A summary of opinions in automotive centers | 
indicates that manufacturers will be in a highly 
competitive position during the next two years. 


The race for mass production and lower cost 
naturally tends to check basic developments 
: and leads to a uniformity of design which fosters 
unprofitable price competition. 





One outstanding development in the industry | 
which points toward relief from destructive | 
competition is the progress being made by manu- 
facturers of Knight-engined cars and the rapid- 
ity with which public approval is supplying the 
market for this superior type of motor car. | 


Price competition will not divert the growing 
public preference for Knight-engined cars. 


Falcon-Knight is the lowest priced six-cylinder 
Knight-engined car. 


Hse 


FALCON MOTORS CORPORATION, * DETROIT 
WEES A 
Complete new body designs of unusual beauty for 


1928 series Falcon-Knight cars, will be exhibited 
at the New York and Chicago Automobile Shows. 


Headquarters at New York, Belmont Hotel. 
Headquarters at Chicago, Congress Hotel. 
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COMIN EERILY 
ON P S S 





fety—and profit — 


The fire hazard requires modern fire apparatus. In- 

creasing speed and heavier traffic demand efficient and 

better brakes. Give your customers modern brakes with 

Grafild Brake Lining. It makes your good work better. 
GRAFILD IS DIFFERENT 


GRAFI 


“Holds Wet orDry” 


Send in the coupon for complete information 
Name_______- PE ee ee _____Address______________________-. won 
WORLD BESTOS CORPORATION - - 52 COURTLAND ST., PATERSON, N. J. 






























































“and Pll tell you something 
else. Packard Sets have 
brought our service depart- 
ment out of the red.” 


“Well! Pll look into that. 
Thanks, Frank. Where will 


we eat?” 
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T1l look into that 


GMART dealers are using Packard Igni- 
tion Cable Sets not only in their servic- 
ing work, but also for “pepping up” trade-ins. 


Oil, grease, heat, moisture, vibration, abra- 
sion, and corona soon make ignition cable old, 
and old cable means loss of power. 


Packard Lac-Kard cable is the only cable 
made to resist these enemies. 


Every 10,000 mile old car needs a new Pack- 
ard Ignition Cable Set. It will increase the 
power of the average car from ten to sixty 
percent and there will be a corresponding 
economy in gas consumption. 


A stock of eight neat shelf packages takes care 
of all cars on the road and a complete rewir- 
ing job can be performed on any car in fifteen 
or twenty minutes. 


Car dealers everywhere are cashing in on 
this new source of profit. It will pay you to 
“look into it.” Ask your jobber salesman for 
the story. 


Tests made on average cars im service, by Prof. 
H. M. Jacklin at Ohio State University, have 
proved conclusively that an increase in power 
and a saving in gas, amounting to between 10% 
and 60% resulted from replacing old spark plug 
cable with a new Packard Ignition Cable Set. 














